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SEALED LOK-JOINT LATH (INSIDE)... BILDRITE SHEATHING (OUTSIDE) 
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You help yourself as well as your customer when you tell him to build this wall—inside 
and outside—with Double-duty Insulite. Bildrite gives him stronger bracing p/us insulating 
value. Lok-Joint gives him a firm, rigid plaster base plus insulation. Inside and outside 


your customer gets double for his money, and you make a double sale. 
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HOW PATTERN VARIETY 
UPS HARDWARE SALES 


UA 


CABINET HARDWARE 





Remember back when cabinet hardware was 
offered in only one type of hinge, one type of 
catch, one type of pull? 
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Customers choice was limited — your sales 
and profits were small. 


Streamlined beauty and luxury 
at moderate cost makes Stream- 
lux one of our most popular 
patterns. Made of solid Neo Die 
Cast. Purity of the metal and 
“Beauty Seal’ Chromium Plat- 
ings assure a brilliant finish of 
lasting beauty. 





All patterns now available for 





immediate delivery from your 








jobber. Hy STRATOLINE 
ASK YOUR JOBBER! i , STREAMLUX 
i DELUXE 











STANDARD 


Things are different today! With four beau- 
tiful Amerock patterns, you can “grade up” 
your hardware sales from the economical 
“Standard” design to the colorful ‘“JeLuxe” 
design, the luxury “Streamlux” design or the 
very finest “Stratoline’’ design. And each 
step up means more profit for you! 





DRAWER PULL 


GENUINE 








“Grading-up” is almost automatic when you 
A M E w ' Cc A N ¢C A B | N & T os A R D WA R E show your customers the Amerock Demon- 
a ee ee strator which shows how each item is in- 


ROCKFORD. ILLINOIS stalled, how it works, and helps customers 
. make their selection. 


My 
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FLASHES x ener weke ek k 


NEW HOUSE STARTS throughout the country totaled 90,000 in 
April. Some estimates place starts for 1948 at 870,000, 20,000 
more than last year. 


NEWS LETTER from the Louisiana Building Material Dealers’ 
Association reports two graduates from the Louisiana State 
University four year course in light construction are having trouble 
finding satisfactory jobs in the retail lumber business. Salaries 
are reported lower than in other fields. See additional story in 
News column. 


TWENTY PERCENT of the houses started in the second quarter 
of 1947 sold for under $4,322, according to Bureau of Labor sta- 
tistics. Twenty-three percent sold at prices ranging from $4,322 
to $6,981. Only twelve percent were priced at $12,302, or higher. 


THE PRODUCERS’ COUNCIL has suggested the Veterans Ad- 
ministration should consider modular coordination as a method 
of reducing costs and shortening building time for hospitals for 
veterans, according to David S. Miller, president of the Council. 
The U. S. Corps of Engineers has urged the use of modular design 
after making a thorough study of the merits and savings that can 
be obtained. 


FEATURES OF THE INDUSTRY-ENGINEERED house were dis- 
cussed in New York by graduates of the Retail Lumber and Build- 
ing Material Distribution course given at the City College Mid- 
town Business Center. 


MARCH SALES of retail stores are estimated at $10,475,000,000 
or about 13 percent above a year ago. Adjusted sales have varied 
only about two percent over the past five months. Since average 
prices have been moving slowly upward, this indicates a slight 
decline in the unit volume of sales. 


CERAMIC TILE PRODUCTION for the first quarter of 1948 was 
32 percent higher than in the same period last year. Output of 
the nation's tile makers for the first three months of this year was 
24,787,000 square feet. This rate of production should assure enough 
tile to meet peak demands during the summer building season. 


THE HOUSE BANKING COMMITTEE amended the Senate RFC 
bill to reinstate the Federal National Mortgage Association. Chair- 
moan Wolcott pointed out that the FNMA had operated success- 
fully for a number of years, had shown a profit of $23,000,000, and 
was a necessary adjunct to the FHA home loan program. 


RECENT FREIGHT RATE INCREASES are now beginning to 
get their share of the blame for increasing building material costs. 
Increases are being felt even on materials ordered long in advance 
since manufacturers included escalator clauses into contracts to 
cover possible freight rate boosts. Builders report practically 
every product that goes into a house has been affected. 


VETERANS ADMINISTRATION has revised its appraisal pro- 
cedure to provide VA regional offices with a firmer control over 
appraisals of reasonable value on home properties sold to vet- 
erans through GI loans. The revised procedure includes a fea- 
ture to advise prospective buyers of any major deficiencies found 
in the property. 

BOUNDING BACK from the seasonal low reached in February, 
non-farm real estate financing in the nation during March is 


estimated to have reached $955,000,000, up 11 percent over March 
of last year. 
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New Feature 


LATEST trends and develop- 
ments in the world of business, 
finance and other fields of eco- 
nomic interest will be covered 
in news charts starting in the 
next issue of AL&BPM. 

This new chart feature is pre- 
pared by Reuben D. Cahn, for- 
mer member of the economics 
faculty of Northwestern Univer- 
sity and now chief economist 
and statistician of the Chicago 
Tribune. By the graphic presen- 
tation of statistics, readers will 
be able to understand at a glance 
many complicated statistical 
subjects often difficult to grasp 
when told in type. 

These charts, which will be- 
come a regular feature of 
AL&BPM, will cover the entire 
business field that interests the 
building products merchant. 











VAPOR CONDENSATION 


Government agency studies 
means to control moisture 


MORE than 50 technicians and 
research engineers recently met in 
Washington under the auspices of 
the Housing and Home Finance 
agency to discuss specific recom- 
mendations for the use of insula- 
tion and related items such as 
vapor barriers and ventilation in 
home construction. 

Many builders have found that 
tight insulation as practiced in 
modern construction has aggra- 
vated the moisture problem in home 
building. As a result of the confer- 
ence the agency will publish a book- 
let that presents in practical and 
usable form the best available prac- 
tices that will help control con- 
densation. 


“CLEVELAND PLAN" HOUSES 


Area builders respond to 
demand for cheaper homes | 


WHAT seems to be a growing 
trend to provide cheaper housing in 
spite of rising costs has now en- 
tered the picture in the Cleveland 
area in the form of the “Cleveland 
Plan.” 

The Home Builders Association 
of Greater Cleveland has gained the 
cooperation of unions and city 
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NEWS a«¢d TRENDS 


building code authorities in devel]- 
oping plans for two- and three- 
bedroom houses that range in price 
from $6,750 to $7,850. 

Although the houses will be built 
without basements, they will not 
be minimum housing ‘in any sense 
of the word. Short cuts in cost 
will not be accomplished leaving 
off closet doors or using sub-stand- 
ard equipment that lead to rapid 
depreciation. 

One big Cleveland bank has al- 
ready indicated its willingness to 
finance the homes. FHA, which 
would insure loans, has approved 
specifications. 

It is expected that about 500 of 
the homes will be started within 
the next two months, according to 
James V. Funare, executive secre- 
tary of the builders association. 








“See if your father is asleep, dear. 
He always finds the country so restful” 


meawen ween 











MORE NEW HOMES 


Private housing completed in 
April valued at $500 million 


NEW housings valued at $500 
million was completed in April, ac- 
cording to figures released by the 
Commerce Department. This was 
5 per cent above the March figure 
and 61 per cent above April, 1947. 

The number of completed homes 
has been on the increase since Feb- 
ruary, when $400 million worth of 
houses was erected. Private non- 
farm home construction accounted 
for nearly 40 per cent of the total 
construction of all kinds completed 
in April. Total construction for the 
month was placed at $1,269 million, 
an increase of nine per cent over 
March. 

“This increase was somewhat 
smaller than the normal seasonal 
increase to be expected,” according 
to John L. Haynes, chief of the 
construction division of the De- 
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Why Insulux dealers profit! 





















mit “— HERE'S a possible application for Insulux Glass Block in almost every 
‘Ta of an average house today. That’s why the home use of Insulux 
is growing. 


The illustrated booklet shown here is a handbook of these applications 
for Insulux. /t’s a story of big profits to Insulux dealers. Packed with ideas 
on the use of this remarkable best-seller, it will quickly show you the 
advantages of an Insulux dealership. 


Insulux Glass Block is a versatile building material. Functional as well 
as attractive, it has qualities which set it apart from all other products, 
and make it easy to sell. 


Ca Insulux transmits light, insulates and reduces transmission of noise. It is 
[ ) strong and durable, and requires a minimum of maintenance. 
For your free copy of “Ideas for Brighter Homes,” clip the coupon and 
GLASS BLOCK mail today. Inquiries on available Insulux dealerships are also invited. 
AMERICAN STRUCTURAL PRODUCTS COMPANY 





GREATLY EXPANDED PRODUCTION FACILITIES MEAN INSULUX IS NOW 
AVAILABLE FOR IMMEDIATE DELIVERY IN LARGE OR SMALL LOTS 


Subsidiary of 
OWENS-ILLINOIS GLASS COMPANY 





a eae 





American Structural Products Company 
Department E-76, P.O. Box 1035 
Toledo 1, Ohio 


Gentlemen: - 
C Please send me a free copy of your booklet, “Ideas for Brighter Homes.” 


C | would like information on getting an Insulux Glass Block dealership. 


Name_ 





Address. 





Firm Name 





City Zone State 
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This cutaway view shows 


why the IMPROVED 


ACME TWIN 


is the most efficient sash 















balance ever designed 







Oil-impregnated 
Fibre Washer be- 
tween Cable Drum 
and Face Plate in- 
sures friction-free 
operation. 








































Cable Drum 
fits snugly into 
Protective 


Hae 
ia 


Tension Governor 
maintains uniform 
spring action and 
balancing. 







4. 


Spring Hubs 
riveted at both 
ends assure TWO 

solid bearing 
points. 












Powerful Coil 
Springs provide 
positive, effort- 

less window 
opening. 


















Left: Acme 
Overhead Type 


e > Sash Balance 
Right: Acme Side 


Type Sash Balance 










SASH BALANCE COMPANY 
1626 Long Beach Ave. 
Los Angeles 21, Calif. 









NEWS aad TRENDS 





partment of Commerce. However, 
Haynes pointed out the figure rep- 
resented an increase of 37 per cent 
over April, 1947. 


TREES ARE FARM CROP 


Lumberman will test trees 
as farm crop in Kansas 


TREES as a farm crop in Kansas 
is the plan of Raymond B. White, 
widely known Kansas City lumber- 
man and mill operator. , 

On rolling Kansas acreage west 
of Kansas City, White has started 
the planting of 15,000 ponderosa 
pine, walnut and green ash trees 
in batches of 5,000 each. The ash 
and pine trees are one and two year 
old seedlings while the walnut trees 
are being nut planted. 


DISCOURAGED STUDENTS 


Manufacturers are outbidding 
dealers for trained employes 


After putting a lot of effort into 
getting universities to institute 
four light construction courses, 
there are some indications that 
dealers are not yet willing to pay 
the salaries that trained men can 
command. Graduates from the 
course offered at Louisiana State 
University report that dealers of- 
fer them starting pay of $30 or $35 


per week. At the same time manu- 
facturers are offering these men 
upwards of $225 a month, plus on 
the job training. 


HOO-HOO HAPPENINGS 


Snark of the Universe visits 
more clubs on West Coast 


SNARK of the Universe Ray E, 
Saberson recently attended Hoo- 
Hoo meetings at Lebanon, Sweet 
Home, Eugene, and Portland, Ore, 

New clubs are reported at Santa 
Ana, Calif., and St. Cloud, Minne- 
sota. The new club at Salt Lake 
got off to a fine start, electing A. E. 
Montgomery president and Jerry 
Feremiassen to the post of secre- 
tary-treasurer. 

Snark Saberson reports there is 
a good possibility that Jurisdiction 
number three, including the Pacific 
northwest may well zoom from 
zero to fourteen clubs in a short 
space of time. 


RECORD FHA STARTS 


All-time record for home 
starts under FHA direction 


THE building industry set an 
all-time record in the month of 
April for new dwelling units 
started in any one month under 
FHA inspection, according to Fed- 
eral Housing Commissioner Frank- 
lin D. Richards. New starts num- 
bered 35,555 units. 

This exceeds the March volume 
of 30,122 units by 18 percent, and 
the previous high record of 30,386 

















JEFFERSON MACHAMER 









“ And no more putting ‘P.S. YOU LUCKY STIFFS!!’ at 
the ends of these dividend declarations, Miss Clamm!” 
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Quick, 

7 oi Here it is...back to help you sell more siding jobs... 
a Carey Bricsulate! It features plus qualities such as: thick, 

1/4, inch weather-tight insulation board... carey asphalt 

saturating top and bottom, with deep penetration that as- 


a 


lume 
and 
),386 


insulation plus sures 50% longer weathering ... heavy mastic coating that 
structural strength is locked right into the surface, with every single piece 
) pleasing brick or stone inspected to be sure the coating is anchored... pleasing, 
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design and house-time beauty colorful granules deeply embedded for lasting beauty... 
> thick granule coverage— shiplap edges all around, for tighter weather seal, sae 
| Brick design in Red, Red Blend, application, better finished appearance! Look at the addi- 
c i Tapestry, Gray Blend tional qualities listed on the left. 
Be or Light Buff 
€ y > iii te Blend Better? You bet it’s better! Add this quality carey product 
e }: Oe oe ae to your line today. Like every CAREY product, it’s backed 
2 » shiplap edges all around—for by 75 years of constant, careful research and development. 
t precision alignment, easy applica- Also available in stone design. 
<= 7 tion, greater uniformity—no “picture 
c | pny tn ASK YOUR CAREY REPRESENTATIVE about this newest addition 
y ‘ to the CAREY line. | Carey Bricsulate sells. You'll build 
AP j more business with better satisfied customers. Order now 
a ty from your nearest CAREY district office or write Dept. AL-6 
a 1 i 
— PERBALTIOGS + / 
years serving and industry 
t Asbestos Roofing and Siding @ Asphalt Shingles and Roofings / 
“ Roofing Coatings and Cements « Rock Wool Insulation : 
| Asbestos Wellboord end Sheathing THE PHILIP CAREY MANUFACTURING CO. 
Miami-Carey Bathroom Cabinets and Accessories CINCINNATI 15, OHIO 
& In Canada: The Philip Carey Co., Ltd., 1557 MacKay Street, Montreal 25, P, Q, 
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Western Wholesalers 
Give You Service 
from Many Mills 


They are in daily contact with mills all 
up and down the coast. They are on 
the ground—and can see what the pro- 
duction and shipping situation is at 
the mills they contact. Their acquaint- 
anceship with the timber resources, 
manufacturing facilities and strong 
points of the various mills enables them 
to know which mill is best able to meet 
your particular requirements. Take ad- 
vantage of the “service from many 
mills” offered by your Western Whole- 
salers. 





WALES LUMBER COMPANY 
Old National Bank Building 


SPOKANE - - - WASHINGTON 









564 Market St., San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 
SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portiand 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 


Riverside 4335 











Main 6954 





Duncan Lumber Co., Inc. 
White Bldg., Seattle | 
Specializing in dimension. and boards. 


Morrill & Sturgeon 
Lumber Co. wasseme 


Yeon Bidg., Portland, Ore. 


Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 
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started last October by 17 percent. 
The figure represents about 40 per- 
cent of all the non-farm dwelling 
units started during April, as re- 
ported by the Bureau of Labor Sta- 
tistics. 

New residential construction 
started under FHA inspection in 
the first four months of 1948 
totaled 104,698 units, substantially 
more than twice the 42,032 units 
started in the first four months of 
1947. 

Eight out of nine dwelling units 
started under FHA inspection so 
far this year are being financed 
and built under the veterans emer- 
gency housing provision of the Na- 
tional Housing Act (Title VI). 

More than 34,000 of the new 
units are located in rental housing 
projects while a considerable pro- 
portion of the other units are be- 
ing built for rent. 


PORTLAND CEMENT 


Production keeps ahead of 
shipments for month of March 


PRODUCTION of 14,502,000 
barrels of finished cement in the 
month of March compared favor- 
ably to shipments of 13,957,000 for 
the same period. Production was 2 
per cent above the same month last 
year. Stocks stood at 20,885,000 
barrels. 

Demand for cement took a sharp 
turn upward in March, following 
usual seasonal trends. The long- 
term trend in production of cement 
continues upward at a slow rate. 


COST OF HOUSING 


Prospective home owners 
balk at higher costs 


CONTINUED rises in the cost 
of houses the country over is being 
reflected in reports of buyer re- 
sistance. 

In Portland, Ore. and suburbs, 
more than 1,000 homes built in the 
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“There goes the life of the party!” 
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Can You Top This? 


One of our veteran readers, 
age 90, resubscribed the other 
day. He has been taking AMER. 
ICAN LUMBERMAN since 1880, 
One way we plan to celebrate 
our 75th ANNIVERSARY is to 
honor our long-time subscribers 
in our special anniversary issue. 

Let us know when you first 
read AMERICAN LUMBERMAN 
and when you first became a sub. 
scriber. Are you a first, second 
or third generation reader? 

If you have been subscribing 
to AMERICAN LUMBERMAN 
25 years or more, please let us 
know. Write to: 75th Anniver- 
sary Editor, AMERICAN LUM. 
BERMAN, 139 North Clark St., 
Chicago 2, III. 

P. S. Lifetime subscriptions 
will be awarded our 10 longest- 
term readers. Winners will be 
announced in our special 75th 
ANNIVERSARY ISSUE, Septem- 
ber 11. Why not order your extra 
copies today? 
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last three to 18 months stand 


empty. In one project alone 200 
houses have failed to attract 
buyers. 


Edward A. Dwyer, FHA dis- 
trict representative in Binghamton, 
N. Y., says, “people just can’t af- 
ford to pay the prices demanded to- 
day.” 

In Philadelphia, William E. John- 
son of the Home Builders Associa- 
tion adds this cautious note: “De- 
mand for new houses is not as good 
as last year. A year ago builders 
were selling homes from the blue 
prints, but there is little of that 
now.” 


Reports from Pittsburgh indi- 
cate that whereas builders expected 
to erect 50 per cent more houses 
than last year they will probably 
end up the year with 30 per cent 
fewer houses started than last year. 

Most other building areas also 
report slackening of demand and 
in many cases actual cutbacks in 
the number of starts actually 
planned. 


PUBLIC HOUSING 


Congress expected to reject 
it in last-minute move 


IT looks like the building indus- 
try has won yet another round in 
its annual fight against large scale 
public housing. 

Indications are Congress will 
drop the T-E-W housing bill in a 
gesture toward economy. 

If G.O.P. leaders are right in 
believing they have stopped the 
congressional drive for federal 
housing, they will have saved the 
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A name you can depend on for Finer Hardwood Floors 


@ l\emember way back when the only hardwood floors in 
your home town were in the big mansions? Very likely those 
were Bruce Hardwood Floors, for over thirty years ago 
architects and builders started depending on Bruce for finer 
hardwood flooring. 


In the intervening years, Bruce has made many advances 
in the technique of producing finer hardwood floors. 
Distinctive styles of flooring have been developed, 
as well as special types to fit modern architecture and 


BRUCE HARDWOOD FLOORS 


BuILDING Propucrs MERCHANDISER 


construction. Bruce has given longer life and more beauty 
to hardwood floors through improved finishing methods 
and materials. 

Today, in almost every town in America, Bruce Hard- 
wood Floors are found not only in the mansions and “show 
places,” but also in the modest houses built to meet a price. 
More than ever before, Bruce is a name you can depend on 


for finer hardwood floors. E. L. BRUCE CO., MEMPHIS, TENN. 
World's Largest Maker of Hardwood Floors. 


Prefinished and Unfinished 
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” 
»- WEN é ENCES are the modern 


way to increase closet capacity without 
sacrificing room space. They are streamlined for 
gleaming beauty .. . scientifically designed to 
meet specific closet needs .. . yet fully 
adjustable to individual requirements. From over 
40 K-VENIENCE items you can meet every 
clothes closet need. Make it a profitable 

policy to install economical K-VENIENCES 
throughout the house. They give so much 
convenience for so little cost! 


® Write for free catalog 





DEPT. N-28 GRAND RAPIDS 4, MICHIGAN 
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NEWS aed TRENDS 


taxpayers over $250 million a 
year for decades to come. They 
will also have kept the housing of 
the nation in private hands for at 
least one more year. 


RURAL LAND VALUES 


Farm real estate values 
reach ‘20 boom levels 


RISING for the ninth year in 
a row, farm real estate prices in- 
creased seven per cent for the year 
ending March 1, 1948, to duplicate 
the level for the nation as a whole 
established in 1920 at the peak of 
the World War I farm land boom, 
according to figures released by the 
Bureau of Agricultural Economics. 

The year’s rise, however, was 
considerably under the gain of 12 
percent in the preceding year. An- 
other indication of increasing re- 
sistance is the fact sales of farms 
for the year were 15 per cent be- 
low the year before. 


LOAN ASSOCIATIONS 


Saving and loan associations 
gain steadily through the years 


TODAY § sixteen Saving and 
Loan Associations have assets in 
excess of $40,000,000 as compared 
to one such institution in that class 
in 1939. The largest of these asso- 
ciations today has resources of 
more than $94,000,000. 

Forty-five associations report as- 
sets of $20,000,000 to $40,000,000 
as compared with eight million in 
1939. Those reporting in the ten 
to twenty million dollar class num- 
ber 146 today compared to 36 in 
1939. 

Building and Loan Associations 
loan more than 40 per cent of the 
total funds supplied for the pur- 
chase and construction of homes in 
the United States. 

















Kid efor 


“I'd be glad to give you the raise 
your wife is demanding for you, 
Hoag, but my wife won't let me! 
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WASTINGTON 


DEALER INVENTORIES, measured by reports to 
the NRLDA and based upon representative returns 
from the entire country, have not yet reached fig- 
ures which retailers consider “normal.” Common 
lumber, at 96.7 percent, comes nearest. Oak flooring 
is reported at 59.9 percent; moldings, 58.3; millwork, 
55.2; plywood, 44.8; uppers, shortest in supply of 
lumber products, 41.9 percent. 


OTHER MATERIALS show an even greater 
spread. Paint, asphalt roofing, insulating wool, and 
building hardware are in the best inventory sup- 
ply; ranging from paint at 96 to building hardware 
at 92. Nails are at 46, insulation board at 44.6, 
gypsum lath at 29, and steel roofing at 18.2. These 
percentages may have changed; but they indicate 
roughly the relative positions of the lines. 


CONSTRUCTION ESTIMATES continue to be 
large; with predictions for more houses this year 
than last. Estimates are higher for industrial and 
commercial building, the second half of the year; 
also for utilities and public buildings. The weak 
factor in heavy construction is steel. Steel prices 
are likely to be higher because of heavy demands; 
including defense purchases. 


DEFENSE ECONOMY isn't absolutely sure to 
reach giant size; but Washington thinks it will. 
Neither the election nor the possible backing off 
of the Commies is expected to make much dif- 
ference. It's like this: Uncle hasn't many high- 
power military pals and must depend upon him- 
self. It takes time to work up defense momentum; 
ind, once started, the old gentleman isn't of a mind 
to put on the brakes. 


MILITARY MEN —the professionals—say the de- 
‘ense budget for ‘49-'50 should be close to 50 per- 
‘ent higher than for ‘48-’49. They estimate the 
ver-all Federal expenditures for ‘49-'50 at about 

ght billions more than for the year beginning this 
ily lst; and six or more of those extra bitflions, they 
iink, should go to increase the defense stuff. Sure 
nough, any such increase would boogie up infla- 
on. 


LUMBER PRICES, as of now, are again on the 
icrease. That could change rather quickly but isn’t 
kely to; so long as house prices remain firm, as 
iey re expected to do. Houses at more than $12,000 
‘ill not be so easy to sell this fall, though they can 
e sold without too much effort. The NRLDA says 
iere isn't much serious buyer resistance. But the 
iought of this resistance scares the pants off some 
i the brethren, in low moments. 
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WINTER SLUMP in lumber prices has been re- 
versed. Reports from the Pacific Northwest, at this 
writing, are that framing lumber is up from $3 to $7 
a thousand and that finish lumber is up by $15. 
Don’t take this as a current market report, for actual 
figures ‘are likely to jig up and down. But it’s sup- 
posed to be a direction marker. Mill orders in the 
Northwest are heavy. Production hasn't caught up, 
following strikes and bad weather. 


EASTERN RETAIL MARKETS are expecting prices 
to strengthen. New York dealers, for example, are 
trying to increase inventories. There’s some fear 
that production will not overtake demand, even 
with the aid of a much increased lumber import 
from Canada. House starts this spring have been 
larger in number than any one except the Com- 
merce Department expected. There’s a return of 
tie-in sales; also some whispers about the gray 
market. 


CUSTOMER-RESISTANCE FEARS stem from these 
higher prices; also fears of inroads by substitute 
materials. Hence some eastern dealers are absorb- 
ing the added wholesale costs; and they're as 
happy as a cat on a sheet of fly paper. But what 
to do? Suppliers think prices can be jacked up still 
more; while John Q. Public flows a gasket when he 
thinks of prices at present levels. Worry, worry! 
However, the big housing market seems still to be 
with us. 


PUBLIC HOUSING may have reached a settlement 
of sorts before you read this. We hope! This page 
has gotten some nineteen contradictory predictions. 
“You pays your money,” says Ed Libbey, of 
NRLDA, “and takes your choice.” At this writing, 
T-E-W is stuck in the House. The Senate of course 
is pro public housing; the House anti. Much face 
flapping of a caustic kind, inspired by this battle of 
the slums. 


A HIGH-EARNINGS QUARTER is predicted. On 
the basis of April and May reports, the top eco- 
nomic sawyers of the Commerce Department think 
the second quarter will be as opulent as the first; 
and that's really high-flyin’ stuff. They deal with 
all of Uncle’s domesttc projects; not just construc: 
tion. Cost of living is going up a few points. Prices 
of farm products are declining; but cost of food proc- 
essing and distribution is rising. 


SUMMER OF STRIKES; or so it looks now. Mostly 
the giant corporations, since a good many smaller 
companies have agreed to wage increases. Much 
bitterness in the big fights; much loss of production. 
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There is something fascinating in the age-old an- 
nual foray of the housewife with broom and mop. 
scrubbing brush and soap. It is as inevitable as spring 
itself. 


Regardless of daily and weekly house cleanings, 
once each year there is a thorough concentrated and 
vigorous attack which reaches every nook and corner 
of every room in the house. 


The most conscientious management, too, can well 
emulate the ladies with an annual all-out effort to 
eliminate industry’s cob-webs and dust of waste and 
inefficiency. 


In spite of our constant efforts week by week and 
month by month to prevent losses big and little, at 
least once each year a special drive should be had 
on all wastes that increase costs. 


The following check list covers some of the most 
flagrant profit stealers. Each holds a potential sav- 
ing, some are small, but all are important. 


70 Items of Waste to Look For — 


Cross hauling — back hauling — credit losses - 
idle machinery — defective work — unnecessary 
work — red tape — duplicated effort — lost motion 

loafing — stalling — featherbedding — unwar- 


ranted services — inadequate supervision — prevent- 
able accidents — work interruptions — incompetence 
untrained personnel — bottlenecks — unwarranted 


delays — errors — faulty pricing —. 
Complaints — demurrage — pilferage — spoilage 
damage — unprofitable customers —— wasted stor- 
age space—unwarranted absenteeism—idle equipment 
breakage — rust and decay — rejects — obsoles- 
cence — unused scrap — deterioration — sluggish 
'urnover — tardiness — confusion — wasted man- 
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HOUSE CLEANING TIME 






agement time — wasted employee time — inadequate 
records—superfluous records—dirt, uncleanliness—. 


Inadequate insurance — unused promotional mate- 
rial — unprofitable commodities — obsolete tools, 
equipment, methods — unnecessary personnel — in- 
adequate fire protection — excessive employee turn- 
over — unused display space (exterior) — unused 
merchandising space (interior) — neglect of manu- 
facturers selling helps — unprofitable deliveries — 
postage not carrying its full weight—. 


Duplicated sales effort — duplicated advertising ex- 
pense — unjustified waiting time — carelessness and 
indifference — broken rules and regulation — neglect 
of all possible tax deductions — failure to sell related 
items — failure to sell full line — square pegs in 
round holes and vice versa — excessive use of light, 
heat and power — lack of courtesy in telephone and 
personal contacts—. 


Failure to get full information on telephone calls — 
failure to check results of each individual’s work — 
lack of incentives to greater individual productivity 
— failure to draw out most constructive thinking of 
which employees are capable — failure to sell each 
customer all materials and equipment on each job — 
failure to substitute cost saving mechanical equip- 
ment for human effort—. 


Readers are invited to supplement this list. 


EDITOR 









CHARGE account customers buy more than 
cash customers if your displays are designed to 
promote impulse buying. Window shopping, 
right, is encouraged by tempting displays at the 


A & B Lumber Co. 


rtccounts 





Home owners form substantial vol- 
ume of remarkable credit business 
developed by Little Rock dealer. 




















Stimulate Industry Turnover 


F THE $170,000 annual vol- 

ume done by the A & B Lum- 
ber Co., Little Rock, Ark., $130,000 
represents 350 charge accounts 
that keep merchandise turning reg- 
ularly in yard, store and cabinet 
shop. 

Some of these accounts are con- 
tractors and builders, but a grow- 
ing number represents home own- 
ers who continue to improve their 
property because the A & B Lumber 
Co. encourages credit business and 
is able to supply a wide variety of 
merchandise for building and 
maintaining the home. 

O. O. McDaniel, manager and 
part owner with A. C. Smith, 
brought unusual experience with 
credit customers to the lumber 
yard and store he and his partner 
opened two years ago. Previously 
Mr. McDaniel had operated a dairy, 
supplying retail customers who 
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charged their purchases. He knew 
that the average American likes to 
have a charge account at an attrac- 
tive, modern store, where the own- 
ers plainly show that the customer’s 
credit business is highly desirable. 
He also knew that most people want 
to pay their bills promptly and 
maintain a good credit rating. 


CREDIT CUSTOMERS RELIABLE 


“IT WASN’T afraid of credit busi- 
ness,” declared Mr. McDaniel. 
“Experience taught me that 80 per 
cent of my customers could be re- 
lied upon to pay their bills without 
any prodding, and that most of 
the other 20 per cent are honest, 
but a little slow sometimes because 
of overbuying on too many charge 
accounts. 

“Before we grant credit, we ask 
plenty of questions and investigate 
the applicant, to find out if he is 


inclined to scatter his charge ac- 
counts too much. A little care at 
the opening of the account saves 
trouble later.” 

The 30-day open account, said 
Mr. McDaniel, is the most depend- 
able source of volume, current and 
future. Open account customers 
often eventually buy expensive 
items financed under Title One. 

The owners of this store show 
plenty of attractive merchandise 
for this kind of business—attic 
fans, home freezers, kitchen «ab- 
inets and sinks. For the charge cus- 
tomer, as well as for the cash cus- 
tomer eager to spend his money 
for a multitude of attractive items 
shown on display tables, in the 
lumber yard at the rear, and in the 
cabinet shop also, this dealer has 
provided a one-stop shopping  en- 
ter. 

The $40,000 cash business ‘hat 
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passes over the counter yearly is 
valued by the owners, yet Mr. Mc- 
Daniel says that he would like to 
convert even some of this into 
charge accounts. 


CHARGE CUSTOMERS BUY MORE 


CHARGE account customers buy 
more and patronize the store often- 
er, he says. They are less tempted 
to shop around in the stores of 
competitors. 


Every month about $100 is spent 
for advertising, most of it for dis- 
play and classified newspaper ad- 
vertising. In this space charge ac- 
counts are solicited, usually in a 
spot not too conspicuous. The A & 
B Lumber Co. does not wish to 
cheapen its credit service by giv- 
ing it too much publicity. The 
owners want the customers to feel 
that credit at the store is a service 
and a privilege accorded the most 
valued customers. 


“People feel more friendly to- 
ward the dealer who grants them 
credit,” said Mr. McDaniel. “When 
they pay their account, they have 
an actual desire to do something for 
the dealer who trusts them and 
makes buying easy, so they charge 
other items.” 


Starting with the attractive dis- 









AMPLE parking space in front of the set-back building is a decided encouragement 
to highway traffic. 


play windows, this lumber store 
makes buying easy. One small side 
window always shows paints right 
against the glass. That little win- 
dow, says the owner, helps to sell 
much of the $5,000 annual paint 
volume. 


The three large windows are 
planned to draw people into the 
store, and are filled with smaller 
items to make the home attractive, 
such as medicine cabinets, small 
light fixtures, and small electrical 
appliances. 


Light fixtures sell rapidly, for 
both new construction and remod- 
eling. Located in a suburban sec- 
tion, on a highway much used by 
farmers, the store sells light fix- 
tures and electrical appliances to 
newly-wired farms, of which there 
is a growing number in this terri- 
tory. 


Many of the charge account cus- 





O. O. McDANIEL, right, is selling tools to a charge-account customer. 
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tomers are farmers who have reg- 
ular incomes from dairies, poultry, 
and live stock. Scarcely a month 
passes that these customers do not 
buy lumber and building supplies 
as well as items from the store. 


Because of the highway location, 
the store was built with a setback 
convenient for parking cars. Many 
farmers prefer to park here and 
do their shopping rather than to 
drive into the city. 


ACCOUNTS CHECKED MONTHLY 


ONCE a customer has his name 
on this dealer’s books he is not 
forgotten. Mr. McDaniels person- 
ally checks his list of 350 accounts 
each month. When he finds some 
paid-up accounts that have skipped 
buying for a couple of months, he 
calls them personally on the tele- 
phone. If they do not have a tele- 
phone he writes. 


“IT wouldn’t be calling a cash 
customer,” he said, “not even if 
that customer had bought a big 
attic fan or materials for a new 
room or barn. But I call those paid- 
up charge accounts, tell them how 
much we value their business, and 
invite them to come and look at 
some of the attractive new mer- 
chandise we have. 


“It works. A large percentage 
of them show up in a few days 
and charge something else. 

“A well-controlled credit business 
is a real volume builder. My best 
advice to those who want to culti- 
vate it is to do your investigating 
and checking before you open the 
account. Be careful how you grant 
credit, and you won’t be sorry.” 
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yore You REALLY 


Determine what and how much your prospect wants and 
what he can afford to pay; then carry your sale to a confident 
conclusion that saves time and cuts down overhead. 














A Can in the 

Hand is Worth 
TWO in the 
Back Room 


N INCREASED net profit figure is 

just as much the result of small, cu- 
mulative sales and operative technique as 
the result of any high-flling sales promo- 
tion stunts or the wholesale pruning of 
essential expenses. 


Here is how one middle western dealer 
saves precious minutes of his salesmen’s 
time in the paint department. He observed 
that a good many customers came into the 
store without a definite idea of what they 
had in mind. He consequently trained his 
men to determine through a definite pattern 
of direct, friendly questioning what was 
to be painted, the area to be covered, the 
customer’s color preferences, and whether 
he should be sold a more or less expensive 
brand of paint. While getting the informa- 
tion the salesman leads the prospect to the 
proper shelf. 


RECOGNIZES CUSTOMER’S NEEDS 


HERE the prospect is confronted by a 
neat display of paint cans lined along the 
front of the shelves and without a blank 
space showing. If the salesman has «one 
his preliminary work well he is usually able 
to pick out the proper can of paint tv» fit 
the customer’s needs. He lifts the can irom 
the shelf, points out why, because of pvice, 
quality, color, spreadibility, and other ap- 
plicable reasons, the paint he holds is the 
proper paint for the customer. He ‘hen 
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SALESMAN does everything possible to determirie 
right paint for the customer before reaching for 
can, 


places the can in the customer’s hand and 
points to an interesting statement on the 
wrapper. 

While the customer reads, the salesman 
slides another can up from the back of the 
shelf to fill the empty space. This action, 
in the first place, keeps the heat appearance 
of the paint display up to the minute. Sec- 
ond, it means the salesman will not have 
to take out a definite period of time each 
day from his productive sales work to tidy 
up the display. 


AIDS INDECISIVE CUSTOMER 


BEYOND this the dealer finds that this 
sales technique goes far toward selling the 
indecisive customer who stalls over two or 
three equally good choices. The salesman 
who has done a conscientious job of selling, 
transfers his own confidence to the customer 
when he fills in the blank space on the 
shelf. He makes it easier for the indecisive 
cistomer to feel that the can in his hand 
is the can of paint he should buy. 
"he dealer who told us this story esti- 
ites that his paint salesmen save an 
‘rage of five minutes on five indecisive 
customers a day, and twenty minutes on 
‘ying up the display. That makes a total 

fifty-five more minutes each day that 
ie salesman has available for additional 
eS. And in this case more sales mean 
re net profit because not a penny extra 
‘pent on promotion or expense. 
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HE EXPLAINS why he has chosen this particular paint as the one best 


fitted to the customer’s needs. 


shows confidence in his choice. 


eo ee 









WHILE the customer checks the facts, the salesman tidies up the display; 











REAL interest in the prospect’s needs plus a definite sales technique equals 
a satisfied customer and a quicker sale. 
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This is the second in a series 
of two articles by David R. Os- 
borne, training director of The 
Studebaker Corporation. 





Hou to Inspire Your 


WITHOUT RESORTING TO PAYR/ 


Basic Foundation Stones in Good Human 
Relations Outlined in Program Designed 
to Maintain Enthusiasm of Salesmen. 


Y OU DON’T want to try to cure 

all your salesmen’s ailments at 
once. Suppose you pick out the one 
trait that you believe you have the 
best chance of changing for the 
better by means of some kind of 
motivating. 

Right now, of course, we are con- 
sidering methods other than raising 
his pay. And make it something 
that is within your personal con- 
trol. What can you do for or to 
that man without spending more 
money and without asking autho- 
rity from anybody else? 

You may be able to prescribe a 
pretty good temporary remedy to- 
day, but the whole remedy is prob- 
ably not apparent right now. Even 
though you know that nature of 
that man’s main weakness, the 
chances are you need to find out 
more of the reasons for it before 
you can get under his skin. 

What deep-down opinions and 
feelings of his are the personal 
basis for his actions and attitudes? 
When he was hired was he given a 
clear idea of what was expected of 
him? Did you, or whoever em- 
ployed him, either oversell the job 
or undersell it? Does he think you 
are fair on the basis of his under- 
standing of your agreement with 
him? 

Does he think the job is worthy 
of the best he can give it or does 
he think of it as just a stop-gap? 
Do you know what there is about 
the job that gives that man spe- 
cial satisfaction or special dissatis- 
faction? How about his health? 
Has he the vitality to do what he 
wants to do or at any rate needs 
to do? 

How about his marital status and 
number of dependents? Does his 
wife work? If so, why? What is 
the effect on his motivation? Can 
he depend on Susie to pay the rent 
this month or does he have to earn 
it all himself? Has he any other 
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Give credit where credit is due. 


source of income? Does he have 
family troubles that upset him? 
To what extent does he have to 
be more stable or work harder to 
get along better with others; or be 
more self-reliant or more loyal or 
more mature in order: 
1) To meet his personal high 
cost of living? 
2) Or to meet payments on 
his home? 
3) Or to pay insurance pre- 
miums? 
4) Or, maybe, to buy a car? 
These are only a few questions 


that may lead to a better under-.* 


standing of that man’s personal 
control switches. 


Most important of all: what is. 


his attitude toward you? Does he 
trust you, respect you, like you? 
Does he want to model himself 
after you? Without some such iden- 
tification with you and your in- 
terests, you won’t accomplish much. 

Assuming that this particular 
salesman’s situation is more thor- 
oughly understood, are you any 
closer to. a sure-fire prescription? 
Getting all the facts and then fit- 
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ting them together may take » Jot 
more digging. Is there anytiing 
more worthwhile for any employer 


-of salesman to do? Yes, there is! 


Preventing trouble—making sure 
that the foundations for our suales- 
men’s motivation are sound. That’s 
more important. No matter what 
we do, problems will arise in vet- 
ting optimum results from and 
through salesmen. But there are 
four non-financial preventive moti- 
vations that usually help maintain 
enthusiasm and reduce percentage 
of failure. 

NEVER KEEP SALESMAN GUESSING 

LET EACH salesman know how 
he is getting along. That is the 
first of these key ingredients. Did 
you ever have the experience of 
having to guess at what the boss 
thought of your work? How do you 
know—definitely—how that sales- 
man you have selected for treat- 
ment is getting along? How can 
you know, for example, without an 
analysis of his daily work checked 
against specific standards for the 
job? Have you made such an an- 
alysis? Have you such standards? 

What do you do with salesmen’s 
reports, for example? The knowl- 
edge that the quality of their work 
is being accurately measured is a 
strong motivation to improve qual- 
ity, especially if there is a direct 
connection in the salesmen’s minds 
between the measurement and ac- 
tual or implied consequences to 
himself or his family. (I’m not 
talking about threats, but he should, 
of course, know where the limits of 
patience lie.) 

Do you give your salesmen a 
monthly or weekly summary of 


their activities and results that 
serves, in effect, as a profit and 
loss statement? What is your basis 


for saying to a salesman, “Here's 
wherein you’ve made good or 


‘failed?” This need not be a «m- 


plicated system. The best ones «re 
quite simple. 

GIVE CREDIT WHEN CREDIT IS DUi — 

GIVE credit when due—tha 15 
the second basic foundation s'one 
in good human relations. Do »;0u 
remember how it feels to have ‘he 
boss compliment you on any e.''a 
or unusual performance? Do ,0u 
remember what effect that hac on 
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your loyalty and readiness to make 
the most of your job? 

Maybe the boss didn’t wait for 
the extra or the unusual. Maybe 
he gave you a pat on the back— 
an “E” for effort whenever he 
saw evidence that you were making 
even a little progress and perhaps 
a harder pat lower down if he 
thought you were falling short of 
making a sincere effort to do your 
best. 

Obviously, the motivating prin- 
ciple involved here was the bolster- 
ing of your self-esteem. All of us 
know that salesmen shoot the works 
for those who appreciate them and 
show it. If there is a little finan- 
cial motivating at the same time, 
it makes the compliments stick all 
the better. But to give a man a 
raise every time you give him a 
compliment would, obviously, be as 
unwise as it would be impractical. 

TELL SALESMAN ABOUT CHANGES 

TELL the salesman in advance 
about any changes that will affect 
him. Did you ever have the boss 
tell you, out of a blue sky; about a 
decision that would change your 
life? A change in territory that 
would require uprooting your fam- 
ily? A change that would either cut 
down your territory or one that 
would require more travel? A 
change in the basis of your quota 
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PARTICIPATION type of sales meeting brings abilities into the open. 


—or in the basis of your pay? Or 
the addition of some new chore, 
like a long report, at the end of 
your day? 

Make the most of every sales- 
man’s ability. Rightly or wrongly, 
probably all of us have had the 
feeling at one time or another, that 
we had abilities that our employers 
were not using to the fullest extent. 
It is said that the strongest psycho- 
logical force in human nature is the 
urge to be considered important— 
the desire for prestige. And so, 
looking for and making use of 
ability not now being used is an 
important way of increasing re- 
sults and building morale. Con- 
versely, nothing is more discour- 
aging than to feel for any reason, 
or lack of reason, the boss is stand- 
ing in the way of our making the 

















HELP stimulate friendly competition among your salesmen. 
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most of ourselves and of any op- 
portunities that may present them- 
selves. 


SALES MEETING PARTICIPATION 


THE strong trend toward the 
participation type of sales meeting, 
as contrasted with the lecturing 
type, is an important help in this 
direction. It brings each salesman’s 
ability into the open where it can 
be recognized. There are three 
other ways in which this kind of 
meeting contributes to a salesman’s 
motivation. 

First, it channels in a construc- 
tive direction each salesman’s natu- 
ral tendency to show off and cap- 
ture the limelight. Second, it pro- 
vides a readily available outlet for 
grievance drainage. Third, this 
participation type of meeting es-. 
tablishes the paternity of the plans 
agreed on. It makes the salesmen’s 
“babies” and commits and moti- 
vates the whole sales force to on- 
the-job application of them. 


As a fifth element of preventing 
trouble through the active motiva- 
tion of salesmen, I might add stim- 
ulating friendly rivalry and com- 
petition among individual sales- 
men and groups. This is, as I said 
before, the purpose of all sorts of 
contests. Each individual is always 
comparing himself with other in- 
dividuals. In this competitive world, 
individuals as well as businesses 
are in competition for both prestige 
and money; many salesmen will do 
more to get in on the turkey end 
of a “turkey-and-bean” dinner than 


ae will do for the extra earnings 
‘+ 


ewill bring him. 
.As all of us know, however, there 


is one difficulty with most contests 
(Continued on page 74) 
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Building a Quality Prefabricated 
PUT THIS DEALER 


eae 
OFFICE 


BRALEI 
HOMES 


INCORPORATED 








TOP MANAGEMENT in the operation 
of Bralei Homes informally posed outside 


the North Little Rock office. Buford 


Bracy, left, in charge of construction, and 
Paul M. Leird, who directs purchasing 
and sales. 





FOUNDATIONS and reinforced beams 
are prefabed outside the plant. 






Building products dealers should control the sale, 
says Master Merchant Paul M. Leird, who helped 
Little Rock, Ark. solve its housing problem by building 
quality homes at a price people can afford to pay. 


HE building products mer- 

chant who continues to sell 
merely lumber, nails and paint is 
doomed. 

That is the candid opinion of. 
one of the nation’s most successful 
dealer-builders, Master Merchant 
Paul M. Leird of Little Rock, Ark., 
president of the Southwestern 
Lumbermen’s Association. 

Mr. Leird, who entered the retail 
lumber business in 1937 on the 
proverbial shoestring, was a good 
dealer until three years ago. It was 
then that he made a decision that 
made him a better dealer, increased 
his volume to a rewarding high and 
at the same time made a decided 
dent in solving Little Rock’s hous- 
ing problem. 

Briefly, his decision was to ac- 
tively enter the building field. The 
motivating factor was the offer by 
one contractor of a $500 bonus for 
a $375 bill of materials. When Mr. 
Leird investigated houses built by 








this contractor, now out of busi- 
ness, he found they were poorly 
constructed. The asking price was 
far beyond the consumer value re- 
ceived. His subsequent decision to 
start building houses himself was 
the one important business decision 
in his life not directly motivated 
by the profit incentive, says Mr. 
Leird. He realized that one build- 
er’s greed was hurting his own in- 
dustry. 

Many dealers who have seen and 
deplored a similar situation in their 
own communities nevertheless 
would think twice before acting 
positively. What would the contrac- 
tors say? Won’t we lose customers? 
Won’t other dealers get sore? Mr. 
Leird considered these and many 
other problems before making his 
decision to go into building. He 
isn’t sorry. His venture, now in its 
third year, has proved profitable. 
More important, he has reaped the 
bountiful reward of satisfaction 


TRUCKLOAD of panels ready for 
delivery to the building site. 


FLEET of 15 trucks includes three 
trailers like the one in the fore- 
ground. Plant where sections are 
prefabed is seen in the background. 
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MASTER MERCHANTS OF THE LIGHT 


Usi- 
orly 


CONSTRUCTION INDUSTRY 


many months to cover them a! 


One of the Nation's outstanding building products re- 
tailers is featured in each issue of this publication. The 
editors of American Lumberman & Building Products 
Merchandiser believe these articles will be « source of 
practical business ideas and inspiration te other retailers 
in the industry. Only top-flight merchants will be fea- 
tured in the series, but @ sufficiently lerge number of 
them meet the exacting requirements so thet it will tebe 
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TYPICAL Bralei home. 


fact every possible operation is 
handled in the shops and before 
delivery of* building materials to 


was pe LLLLALELLLLLWLMUILA Adil the job site. Door and window units 
- re- go out ready for _ installation; 
n to (Cover)* screens and windows are primed 
was with paint before going out. 

S10n sought by most dealers of having fellow dealer for the job he has Although 9" homes ~~ 
ated served the home owner in time of done. essentially i abs, they combine 

Mr. Pi , . ' the best in site-built quality and 

, need. He is sure that his move The job was not done alone. With . 
uld- helped force down the general level Mr. Leird in the building of Bralei factory-built speed and pine 

in- , , ' : : - Leading Little Rock architects 
: i of home prices in the community. Homes in Buford Bracy, a contrac- ¥ ee ae a ee 

The bad housing shortage in Little tor who used to buy from Mr. ate aa poten oa ai . 
= Rock was met. Leird. The name of their organiza- mes -ccs Recooinage : ‘—- hae — 
aed In the process, Mr. Leird lost one tion—Bralei—is formed with the basic panel sections. Out of the 
ting sizable customer. A few others first three letters of each of the original drawings grew 18 basic 
mig were peeved for a time but came principal’s names. Mr. Bracy su- plans; there are 12 adaptations of 
ion? back. A surprising number of con- _pervises_ construction and Mr. each plan thus the finished house 

Mr. tractors were glad to see him in Leird directs the purchasing and of high quality cutie tt, thts 
1any the business; they didn’t want to supervises sales. appearance of individually-designed 
his be pestered by home owners who PANELS MASS PRODUCED homes. 

He wanted small jobs done. Other re- MAJOR elements of Bralei homes Although quality materials are 
» the tail dealers admire their successful are prefabricated in the company’s used throughout, economy is 
able. *Master Merchant Paul M. Leird, vice  °“0PS in North Little Rock. Floor, — effected by limiting the variation in 
| the president, Bralel iii: tan and wall and roof panels are mass pro- essential elements. For example, 
‘tion president of the Southwestern Lum- duced in the shops. Back-to-back only three window sizes are util- 
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bermen’s Association. 





plumbing panels are set up — in 








ized—a 16-light, a 12-light and a 





SECTIONS like these plumbing and cornice units eliminate the usual on-site construction. 
J. L. Cabaniss, right, foreman of the plumbing department, is looking over a kitchen-bathroom 
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back-to-back unit. 
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ERECTION CREWS, especially trained for particular operations erect Bralei homes in an 
average of 70 calendar days. C. V. Barnes, secretary-treasurer and general manager of opera- 
tions, is also a master plumber and electrician. Maximum use is made of power tools and the 
latest wood-working machinery. 


smaller window for bathroom and 
kitchen; dimensions of outside and 
inside doors are the same; there is 
only one type of front door, thus 
eliminating door sizes; plumbing 
fixtures are standardized and light- 
ing fixtures are kept to one design 
unless the home owner selects an- 
other as an extra. 

If the prospective owner desires 
any modification of these basic 
elements arrangements may be 
made during the negotiations. No 
change is made after the contract 
is signed. Home owners choose 
their wallpaper and interior and 
exterior colors before the house is 
started; wallpaper is then bundled 
individually for each room and de- 
livered at the appropriate time. 
A choice of blue-black, green or red 
shingles is offered. Outside colors 
are white, grey or buff. The houses 
are built in frame and brick veneer 
with panels on four-foot modules. 
A set of standard specifications is 
available for each home owner so 


that he knows exactly what he is 
getting. There is also a schedule of 
options covering roofing, painting 
and other items. Floor furnaces and 
attic fans are furnished in all ex- 
cept the four-room models, also an 
automatic water heater and plumb- 
ing fixtures. A shower bath is op- 
tional for $40 extra. Interior and 
exterior are given three coats of 
paint. Water piping is copper. 
TYPICAL BRALEI HOME 

THE typical five-room Bralei 
home has a living room 12x19-3; 
dining room 9-8x12; kitchen 9- 
8x12; two bedrooms 11-3x12 and 
bath 5x8. There are four oversized 
closets; one in each bedroom, a 
large storage hall closet and a linen 
closet. Windows are furnished with 
half screens. Once the house is 
finished, the lot is cleaned up but 
there is no landscaping. 

This typical house of 924 square 
feet sells for approximately $6,128 
or $6.63 per square foot. Adding 
brick veneer pushes up the price 





construction is started. 


or plywood sub-floor. 





Detailed Specifications Benefit Home Owner 


Prospective owners of Bralei homes know what to expect in materials 
and construction since every item is covered by lists of standard speci- 
fications and options. These papers are signed by the owner before 


Details covered include excavation, foundation, exterior walls, floor 
framing, sub-flooring, finished flooring; partition, ceiling and roof fram- 
ing; decorating, interior doors and trim; windows, entrances and exterior 
detail; plumbing, heating, electric wiring, insulation. 

For example, the owner is guaranteed two-inch blanket insulation over 
the entire ceiling area except porches; cabinets and linoleum top are 
edged with stainless steel moulding; prefinished oak flooring in all rooms 
except bath and kitchen; inlaid linoleum in bath and kitchen over pine 


Thus every major building operation from excavation to walks and 
driveway is covered in the standard specifications list. 
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by about $700. Other models run 
from a minimum of $6.31 per 
square foot to a maximum of $7.59. 
Rising labor and materials costs 
are stepping these figures up. As 
these figures indicate, the Bralei 
operation maintains a complete cost 
breakdown for every part of the 
job. This breakdown is made daily. 
Labor and material costs are care- 
fully recorded. 

“The profit margin is there as 
long as you keep the ball rolling,” 
explains Mr. Leird. “But,” he adds, 
“if you lose momentum you can 
easily lose a substantial amount of 
money. My idea is to watch the 
profit end and at the same time sell 
customers as cheaply as they could 
buy anywhere else.” 

One profit idea that Mr. Leird 
has found effective is selling mate- 
rials that are not competitive. For 
instance, he is the only retail deal- 
er in town who sells treated lum- 
ber. 

Sales of Bralei homes are han- 
dled by the Fulk Realty Co. in a 
downtown office. This firm handles 
little real estate work outside the 
Bralei account. Four salesmen be- 
side Mr. Fulk sell on a commission 
basis. These salesmen are schooled 
in what the Bralei homes have to 
offer and can show prospects elabo- 
rate portfolios of plans and pic- 
tures. 


CONSTRUCTION CREW ARE SPECIALISTS 


PERSONNEL of the entire 
Bralei operation comprises 140) 
shop and on-the-job mechanics and 
office workers. Each construction 
worker is trained for a specific jo) 
from the laborer to the foreman 
of the framing crew. A movie was 
taken of a Bralei home under con- 
struction as a job aid to the work- 
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FIREPROOF GYPSUM WALLBOARD 





BESTWALL is the original gypsum wallboard with the 
strong rock core. It will not warp or buckle, it takes any kind 
of decoration and it is available in a variety that fits every need. 


bevel edge 
square edge 
recessed edge 


BEVEL EDGE —The long edges of the Bestwall 
panels are provided with a 45° bevel. The bevel edges 
of adjacent panels form a neat decorative, V-shaped 
groove and without further treatment eliminate other- 
wise unsightly joints. 
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Bevel Edge 


SQUARE EDGE—WITH NAIL MARKINGS 


—Nail marking on Square Edge Bestwall saves at least 
10% of the application time. A row of inconspicuous 
dots show the workman where to position nails for 
.... studs on either 16" or 24” centers. 
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RECESSED EDGE —Bestwall is available with 


a recessed edge which permits the construction of 
smooth walls without noticeable joints. The concealed 
joints are obtained through the Bestwall Reinforcing 


— Joint Systems (illustrated at left). 
(Bottom) * 


Here is how Recessed Edge 
Bestwall is used with the 
Bestwall Reinforcing Joint 
Systems to insure concealed 
joints. The reinforcing tape is 





need Edge 


ppliad in daaeeave tenend : For better walls and ceilings 
by the two edges. Embedded > ° ° ° 

in the finisher, covered and ° For quick easy application 
smoothed off, it gives a per- ° 

fectly concealed joint as ° 

strong as the board itself. : BESTWA LL 

A PRODUCT OF 
CERTAIN-TEED 

PRODUCTS CORPORATION E Ri vA / LV - and / Ef, hk D 
120 EAST LANCASTER AVENUE 

ARDMORE, PENNSYLVANIA THE WELL-KNOWN NAME 
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Bralei Bonus Plan 


Everyone in the Bralei organ- 
ization participates in a bonus 
plan except the two principal 
stockholders — Paul M. Leird 
and Buford Bracy. 

Twenty-five percent of prof- 
its are set aside as a general 
bonus. These are paid each 
employe on a percentage of his 
earnings. Key personnel receive 
8 percent additional. Bonuses 
are paid quarterly. 











men. Although the mechanics are 
paid on an hourly basis, they are 
assured of practically full-time 
work. 

Construction crews are split up 
as follows: one crew clears ground, 
pours footings and lays the foun- 
dation; the framing crew will en- 
close the house and lock it up at 
the end of the first day’s work; a 


sheet rock crew; a flooring crew . 


which also sets cabinets; an inside 
finish crew; a plumbing crew of 
seven plumbers and 12 laborers. 

Average completion time is 70 
calendar days; the shortest time is 
31 days and the longest is 90 days. 
Construction is deliberately planned 
so that no contracts are accepted 
beyond available materials. 

The production line is now 
geared for two houses per day on 
a five-day week schedule. The 
Bralei organization built 190 homes 
last year; some were duplexes and 
some larger. The last time the 
books were checked only eight per 
cent of Bralei homes were sold 
speculatively ; 92 per cent were sold 
to owners on their own lots. The 
houses are VA and FHA approved. 
All the city’s building and loan as- 
sociations have handled the finance 
paper; and two banks, Mr. Leird 
said, have declined to handle any 
other homes except the Bralei-built. 
The prospective home owner ordi- 
narily pays 40 per cent of the con- 
tract price at the time of the sec- 
ond FHA inspection and the bal- 
ance is due and payable when the 
job is completed. 

Although this feature is not ad- 
vertised, Bralei Homes has a def- 
inite service policy ; their homes are 
guaranteed against defective mate- 
rials and workmanship for a 12- 
month period. This policy is not 
extended to secondary purchasers. 


LOOKING AHEAD 
THE extent of the Bralei Homes 
market has not been determined, 
but the management is planning to 
adapt its policy to the needs of its 
prospective customers. It does not 
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plan to go into the construction of 
custom homes on a large scale, but 
rather extend the number of avail- 
able options; it does not plan to 
go into plastered wall construction, 
believing that dry wall construc- 
tion is better; it may start building 
two-story houses. To provide the 
prospective home owner with as 
many options as possible, Bralei 
Homes has two major appliance 
franchises. 

Aside from his major interest 
in building, Mr. Leird operates a 
retail lumber store and a very ac- 
tive millwork plant in which 40 
persons are employed. Kitchen cup- 


boards and sink units are made 
here. This plant majors in church 
fixtures — pews, altars, paneling, 
etc. A catalog is issued covering 
these items. 

Building products merchants, 
especially in these days of increas- 
ing competition, should control the 
job even if they are unable to fur- 
nish the mechanics, Mr. Leird is 
convinced. If the dealer fears that 
he will lose contractor business by 
going into building, Mr. Leird be- 
lieves he should not let that fear 
deter him for he will gain more 
volume than he will lose and he will 
have better control of the job. 





75 Years Ago... —— 








. . the pole rail car, drawn by horses, mules and sometimes 











oxen, was used to carry logs to the mill. Rolling on rails hewn 
from smaller growth trees, these rustic conveyances fed the 
insatiable saws. 


Seventy-five years ago AMERICAN LUMBERMAN was 
first issued. Founded to provide vital information about lum- 
ber and building materials, this magazine has striven through 
the intervening years to help the retail lumber dealer serve the 
consumer. 


Our platform, which appears each issue on the Table of 
Contents page, lists the five major objectives that guide our 
editorial policy today. 


To commemorate the 75th birthday of AMERICAN LUM- 
BERMAN, we are compiling a Diamond Jubilee issue as a 
tribute to the industry of which we are proud to be a part. This 
Diamond Jubilee issue, celebrating 75 years of progress in the 
Light Construction Industry, will be issued September 11. 


No effort will be spared to make this issue as comprehensive, 
as interesting and as valuable: to you as possible. The Diamond 
Jubilee issue will not only review the progress of the retail dealer 
over the past 75 years and the part he has played in the devel- 
opment of America, but it will look ahead for 25 years—what 
to expect in building products merchandising in the next quarter 
century. 


Articles in this issue will be authoritative and interesting. It 
will be an issue of lasting value. Price of the Diamond Jubilee 
Issue is $1.00. Why not order your extra copies today? 
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: All ‘ 
Zz Over America... 
>» 3 3 e 4 
t’s the Leading Fireplace 
Bg @ Practically every home-builder is a fireplace planner... 
= and every fireplace planner is a HEATILATOR Prospect. 
: : HEATILATOR is well known to these prospective home- 
P : builders; they read of it in leading home magazines, and are 
: convinced by their friends’ satisfaction over HEATILATOR’S 
: performance. They recognize the HEATILATOR when they 
: See it on your floor. 
: HEATILATOR Fireplaces are scientifically designed... 
: circulate heat . . . will not smoke. Over twenty years’ suc- 
‘ : cessful use in thousands of homes and camps all 
‘ : over America have proved their finer materials, 
> : rugged construction, superior performance. 
; HEATILATOR quality stands out above the | Net See Nee eee 
: field . . . makes satisfied customers. . . increases 2 a ere 
H 3 goodwill and prestige for you. ee — ge "e " 
r : For the latest dealer information, write— we . ~~ <a < 
t : HEATILATOR, INC. 
. : 846 E. Brighton Avenue, Syracuse, N. Y. 
: *Heatilator is the registered trade name of HEATILATOR, INC. 
t i 
— T.M. REG. U.S. PAT. OFF. 
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How to Inspire Salesmen 
(Continued from page 67) 


—deciding on the basis of picking 
the winner. To avoid the back-firing 
of its motivating possibilities, 
salesmen need to feel that, if quotas 
are to be used in the contest, they 
are absolutely fair; also, that 
equality of opportunity be assured 
in every other way. 
TRAINING PROGRAM IMPORTANT 

IN SALES training programs, 
more and more attention is being 
given to training trainers to train. 
This means broadening interest in 
and understanding of the principles 
and practice of good relations be- 
tween salesmen and their direct 
supervisors. Genuinely competent 
sales supervisors are constantly on 
the alert for opportunities to 
strengthen feelings of solidarity 
and confidence. They are encour- 
aged by top management to discuss 
common problems with their sales- 
men; and, wherever possible, to 
eliminate or better still, forestall, 
causes of discord, antagonism or 
lowness of spirit. 

They know it is just as much of 
an economic crime to send out a 
man who is unmotivated as to send 
him out uninformed about his 
product, its uses and profit poten- 
tialities. 

The ability to devise and admin- 
ister motivation polic-ies that 
arouse and sustain enthusiasm and 
high morale — zest for action to- 
ward the company’s goals—is just 
as important a factor in competi- 
tive selling as good products, fair 
prices and knowledge of how to sell. 

And good morale is never possi- 
ble unless management is fair—in 
policies affecting working condi- 
tions and opportunities for ad- 
vancement—as well as in compen- 
sation. Exploited salesmen never 
have good morale. 





WANTED— 
The names of AMERICAN 
LUMBERMAN subscribers for 


more than 25 years. We plan to 
honor our veteran subscribers in 
cur special 75th ANNIVERSARY 
ISSUE on September 11. Let us 
know when you first read AMER- 
!'CAN LUMBERMAN and when 
you first became a subscriber. 


Our 10 longest-term subscrib- 
ers will receive lifetime subscrip- 
tions. Winners will be announced 
in our special anniversary issue, 
September 11. 

Drop a note today to AMERI- 
CAN LUMBERMAN c/o 75th 
Anniversary Editor, 139 North 
Clark St., Chicago 2, Ill. 
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Field trips at University of Washington 
use visual education in student merchandising 


classes sponsored by NRLDA. 





Latest Teaching Techniques 
for “raining Conrse 


HE UNIVERSITY of Wash- 

ington, first school to offer 30- 
day training courses for retail 
lumber store employes, is using 
the modern technique of training 
trips as an integral part of the 
curriculum. 

Located close to sawmills, ply- 
wood factories, door plants and 
other woodworking factories, the 
University is supplementing class- 
room instruction with trips to 
plants where lumber products are 
being manufactured. 

Typical of the trips to provide 
present and future building mate- 
rial dealer employes with visual 
knowledge of wood products and 
their manufacture was the tour 
made recently to plants in Tacoma, 
Wash. The 35 enrolees for the win- 
ter session at the University visited 
the mass production plywood and 
stock door factories of the Wheel- 
er-Osgood Co., a firm with a 59- 
year record in precision wood- 


working, and the Coast Sash and 
Door Co., an important Tacoma 
millwork producer. 

This trip marks the first visit by 
a training class to the Tacoma area 
which is a leading plywood and door 
manufacturing center. Field trips 
for the previous eight classes held 
at the University of Washington 
have been limited to the Seattle re- 


gion. 
Seattle building products mer- 
chants, some of whose employes 


were represented in the class, were 
instrumental in organizing the trip 
and provided transportation — to 
Tacoma for the 35 class members. 

Training classes are now held 
regularly at 19 different schools 
throughout the county. They are 
sponsored by regional lumber deal- 
er associations in cooperation with 
NRLDA. Both prospective and cur- 
rent employes of building products 
merchants are trained in the latest 
selling and merchandising methods. 





FIELD training is a feature of the intensive University of Washington course for future 
and present building products merchandisers. Trips are made to manufacturing plants 
in the Puget Sound area which produce many of the nation’s lumber products. Typical 
was the recent trip made ot the Wheeler-Osgood Co., a leading Tacoma door and ply- 
wood manufacturer. Here some 35 class members watch clamp operation which asse™- 
bles plywood and lumber parts into a three-panel Douglas fir house door. 
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Kenneth N. Wray and Van Demarest 
tell how they develop profitable 
building materials sales 


and 
ma 


TARTING in the little frame 
building which now stands 
directly across the street from 
its present modern two-story 
office and show room, John J. 
Demarest, Inc., Barrett dealer, 
has served the building material 

needs of Closter, N. J., for more than 60 years. 
vey ‘About 50 per cent of our business is at retail direct 
” says Kenneth N. Wray, co-owner 








to home-owners, 
with Van Demarest. ‘‘We encourage local people to 
make our store ‘building headquarters’ where they 
can come with carpenters and contractors to examine m ; a 
materials and get friendly help and advice on any cme asiiiiinen os 

building project.” MR. WRAY (seated) and Mr. Demarest take a genuine interest 
in the problems of their customers and their community. In 


About roofings, hé says: ‘‘We like Barrett because <a k bay Tee ; 
ta i ; agen addition to being successful merchants, Mr. Wray is vice presi- 
Barrett is a roofing outfit through and through an dent of the local building and loan association and both men 


concentrates upon giving good roofing value.” are prominent in other civic affairs. 


eal- ee eres ee — ‘ 
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GOOD MERCHANDISE and good merchandising methods helped to DEMAREST WINDOW DISPLAYS are as professional as you'll find 
build this modern building of John J. Demarest, Inc. Note big anywhere. Mr. Wray uses Barrett display material; says it helps 
windows to accommodate product-selling window displays. bring people into his show room. 





THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 RECTOR STREET, NEW YORK 6, N. Y. 


2800 So. Sacramento Ave. 36th & Gray’s Ferry Ave. 
Chicago 23, Ill. Philadelphia 46, Pa. 


1327 Erie Street 
Birmingham 8, Ala. 





.-- THE SIGN OF A 
RELIABLE ROOFING 
DEALER 


ture a & 

lants - J. wm 
pical 
ply- 
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ATTRACTIVE PRODUCT GROUPINGS are important in Mr. Demarest’s 
merchandising program. “Often when customers come in for 
roofing or lumber, they see our display of protective paints and 
other Barrett items. It adds up to extra business,” he says. 








*Reg. U. S. Pat. Of. 
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Island Company Grows Steadily 


Lewers & Cooke Ltd., Honolulu, has stressed con- 
fidence of the people and modern merchandising 
to gain reputation throughout Hawaiian Islands. 


ROM THE DAY in 1852 when 
Christopher Lewers founded 
the concern, Lewers & Cooke Ltd. 
has grown in size until today it 
has a net worth of $3,634,639.83 
and the most modern plant and 
equipment available. This growth 
is based on the continuing belief 
of the management in a policy of 
fair prices, fair dealing and good 
service. 

The company started out solely 
as a lumber business. The isolation 
of Hawaiian islands and transpor- 
tation difficulties soon led to an 


expansion of products until today 
nearly every item used in the 
building of homes and commercial 
buildings is stocked and sold by 
Lewers & Cooke. 


MODERN PLANT 

THE firm is now completing a 
million dollar expansion program 
which includes new lumber sheds 
and a warehouse having storage 
space of approximately 140,000 
square feet. These buildings are 
located on a 14 acre tract in the 
new industrial district of Kalia. 

To make deliveries of the large 
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quantities of diverse materials rey- 
ularly handled the firm operates 
about 120 pieces of equipment. 
This includes trucks, trailers, fin- 
gerlifts, lumber carriers, pickups, 
cars and cranes. For small local 
deliveries the company has just put 
into service a light, parcel-delivery 
truck which gives faster service 
for small orders. 


ADVERTISING 

ADVERTISING is carried on in 
the local newspapers, magazines 
and on the radio. A special window 
display section operating under the 
advertising department takes care 
of merchandising display work. Di- 
rect mail advertising will be in- 
creased through the next months. 
At present the company is running 
an institutional advertising cam- 
paign. This campaign, handled by 
one of the principal advertising 


AERIAL view, left, of Lewers & Cooke. 

Ltd. new lumber yard, sheds, garage and 

general merchandise warehouse on 14 
acre tract in Honolulu. 


INTERIOR of merchandise shed. left 
below, showing clear span working space 
and modern equipment. 


VIEW of lumber sheds, below, designed 
to use with fork lift trucks, and _ partial 
lineup of equipment to speed deliveries. 
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® Self-contained latch mechanism 
@ Reversible without disassembly 
@ No knob screws to get lost 

| @ Adjustable to fit doors 34” 
tole” thick 


@ Separate locking dead-bolt 


* Available with mortise or 
rim strike 
le Priced for volume sales 


SNUG.-TITE 
STREAMLINED 
CABINET CATCH 


Modern— Well designed. Keeps 
| door tightly closed. Built to last a 
lifetime. Priced right. 






AN 








PROBUCT 


| OPEN THE DOOR 


gator Fhoptle 


WITH THESE 


"ENGINEERED 


SUREEN MASTER 


THE IMPROVED SCREEN AND 
STORM DOOR LATCH 


| FEATURES: 





FAST DELIVERY 
Engineered Products are carried by most jobbers, If 


ENGINEERED your jobber cannot supply, write and send his name. 
THE ENGINEERED PRODUCTS CO. 





BRASS HANDLES 
a 





You'll like the customer ap- 
peal of the Screen Master, 
storm and screen door latch. 
Its top quality, appearance, 
and price builds profits. Stock 
up now. Ask your jobber 
for Screen Master, the im- 
proved screen and combina- 
tion storm door latch. 


E-Z-ROLL 
UNIVERSAL RUBBER 
ROLLER FRICTION CATCH 





Widely used—Low priced. ‘ 


Has positive holding action. 
Quickly mounted—easily 
adjusted. 


FLINT 4, MICHIGAN 
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EXPOSED PARTS Moe 
BRASS WITH FORGED —__ 






























Birth of our new Lincoln Lumber Com- 
pany mill will enable us to cut away at 
the logjam of back orders from regu- 
lar customers for high-quality Dixon 


lumber products...A "blessed event" 


‘ll 
—we ll say so! 


This new Dixon mill, on the shore of 
Roosevelt Lake (the 15I-mile back- 
waters of Grand Coulee Dam), will be 
one of the most modern and efficient 
in the world. Operating at full capac- 
ity, it will turn out 16,000 feet of con- 
sistently finer Dixon lumber products 
every hour. 


THE DIXON INDUSTRIES 
GRANT ang GRANT DIXON,JR. HAL R. DIXON 


PRESIDENT VICE-PRESIDENT TREAS- MANAGER 





WESTERN PINE ASSN. — PONDEROSA PINE WOODWORK 
NATIONAL DOOR MFRS. ASSN.— NATIONAL WOODEN BOX ASSN. 
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Milestones in History 
of Lewers & Cooke Ltd. 


1852—Company founded by 
Christopher Lewers as a lumber 
dealer. 

1877—Mr. Dickson, Robert 
Lewers and Charles M. Cooke 
sole partners of business. 

1881—Christopher Lewers’ 
cousin Robert and his partner 
Charles M. Cooke become sole 
owners. 

1886—F. J. Lowrey admitted 
to the firm. 

1901—Incorporation as Lewers 
and Cooke Ltd. and occupation 
of present main office and store 
on King street. 

1939—Purchase of 14acre site 
in the new industrial district of 
Kalia. : 

1941—December 7th, King 
street building and lumber yard 
each damaged during Japanese 
attack on Pearl Harbor. 

1946—Construction begun on 
lumber sheds at Kalia. 


1947—Construction begun on 
new warehouse building at Ka- 
lia having a storage space of 
approximately 140,000 square 
feet. } 











agencies in Hawaii, stresses Lew- 
ers & Cooke’s ability to do a com- 
pletely modern job supplying and 
servicing all those who buy build- 
ing materials as well as recalling 
the history of the company for the 
purpose of building confidence. 


SALES TRAINING 


LEWERS & Cooke puts new 
sales personnel through a training 
program which includes a certain 
amount of time spent in each of 
the sales departments, stock rooms 
and warehouses. A specially trained 
staff of experienced senior sales- 
men handle all contacts with the 
company’s large accounts on the 
outside. This takes some of them 
to the other islands of the group, 
where the company also does con- 
siderable business as well as in 
Honolulu. 

“BUILDING PACKAGES” 


A PRECUT house from plans 
developed in the home building de- 
partment has recently been offered 
to the public. These houses are 
cut from the best grade lumber 
and are of permanent type con- 
struction. Sale of these houses 
through contractors: has been tied 
in with other items such as plumb- 
ing, hardware, paint and appli- 
ances to make a complete package 
house. 

The building department is set 
up so that all necessary arrange- 
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ments can be made and all mate- 
rials bought at one place for these 
houses. 

In addition to home sales and 
sales to contractors, Lewers & 
Cooke does a very large amount of 
business with government agencies 
and on a wholesale basis. Contrac- 
tors are first in importance in buy- 
ing; next in line industrial and 
commercial firms; followed by deal- 
ers, gOvernment departments, 


apartment and home owners, and 
over-counter customers. 

Hawaii is feeling the shortage 
of housing as severely as most sec- 
tions of United States proper. 
Lewers & Cooke is doing every- 
thing in its power to beat the 
housing problem on the islands and 
materials shortages, by developing 
and selling the precut, packaged 
house and by making every effort 
to keep prices as low as possible. 





























We're working wo solve the housing problem from three 
different angles. First, we help people plan on a sound 
basis. Second, we're getting somewhere in putting an end 
to supply bottlenecks. Third, we are doing our best to 
help cut down costs and construction time, 





We have a Home Building Depart- 
ment where everyone can get re- 
liable advice, absolutely free, on all 
phases of planning and building a 
home. Our experts work with the 
home builder to see that he gets the 
supplies and materials he wants at 
the best prices in Hawaii. 


In close to a century of doing business in the Islands — 
supplying contractors, selling tools and materials to in- 
dustry and householders — the biggest test of our value 
here is in meeting a situation like the housing shortage. 
We want you to know what we are doing to mect that test. 








But the biggest problem of all is 
providing materials — enough of 
them so that there aren't any bottle- 
necks. To do this, Lewers & Cooke 
stockholders are putting up more 
than a million dollars for our big 
yard, new warchouse, equipment 
and plenty of building supplies 


A BUSINESS BUILT TO SERVE THOSE WHO ARE 




















Having a home of your own— 
is one of the most importzrt 
things in the world. . . a tradi- 

tional American ideal. That's 

true even in normal times. To 
day, with so many forced to 
share homes of others, even a 
home w rent has become a 

Number one objective. 

That's how important home 
building is. And chat, in turn, 
shows the mportance of Lew- 

ers & Cooke service to the 
community. Helping peopl 
to build has always been the 


major purpose of this firm, 












as 


To handle this great volume of | 
badly needed building materia!, we | 
had to hire more people. ‘I oday 
we're providing good, steady jobs 
for over 50% more employees than 
we had two years ago. Every uch 
expansion adds to payrolls, (ax 
revenues and general prosperity. 


BUILDING HAWAII 


we, 


a 
— 


(Sixteenth am a series of messager on Lowers & Cooke, Lis | 





[HIS advertisement typifies copy that stresses quality, ability to do the job. and servite: 
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| 
PACK RIVER SALES COMPANY 


| Distributors of Kiln Dried 


Idaho White Pine — Ponderosa Pine 
| Engelmann Spruce — Inland Red Cedar 
| Fir and Larch 


x «KK 


Factory at Northwest Timber Company producing Mouldings, 
Frames, Cut Stock and Cut-to-length Trims 


xx*n* 


| Sales Agents for Sales Office; 

| *Pack River Lumber Company, Sandpoint, Idaho Sandpoint, Idaho 
*Northwest Timber Company, Gibbs, Idaho P.O. Box 510 
*Thompson Falls Lumber Company, Thompson Falls, Mont. Telephone n 


* Member Western Pine Association 





Daily Production 190,000 Feet Kiln Dried Lumber 














T O O MM A} C ad The new Bradley Electronic Moisture Meter eliminates 
the drawbacks of other instruments of less advanced 

9 design. There are no galvanometer dials with delicate 

fa Oo i &, T U R ‘ & unstable needles. There are no tables of figures to 


consult and interpret. There are no moving parts ex- 
NOW, you can answer this question before cept a manually operated pointer which the operator 


structures warp and paint peels off. Revolu- _— sets at a predetermined figure. A little danger light 
tionary scientific instrument reduces moisture flashes if the moisture is in excess of that figure. Hun- 


testing of lumber and other building materials dreds of pieces can be tested in a matter of minutes. 
to rapid, inexpensive and simplest possible Exact moisture percentages are quickly ascertained. 
operation. The same instrument also tests plaster, brick, cinder 








block, gypsum block and concrete. 





The most damaging moisture is that beneath 
the surface not readily ascertained by super- 
ficial examination. Our meter is equipped 
with sharp needle electrodes that penetrate 
into the danger area and transmit their 
findings to the instrument indicator. 
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PRICE: $49.50 new vox 


(Price subject to change without notice) 
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write today 


LR. BRADLEY & COMPANY 


25 West 45th St. — NEW YORK 19, N.Y. 
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Use of steel strapping is a fast growing trend. Here is how 
some dealers are reaping benefits from the unloading of 
cars to the delivery of material to the final consumer. 





Steel Strapping... 


ONE WAY TO CUT 
HANDLING COSTS 


GINCE THE WAR gave strap 

packaging of materials a big 
boost, the lumber industry has 
made strides in the use of steel 
strapping as a method of cutting 
costs by lowering handling charges. 
Benefits in the form of better cus- 
tomer service have also accrued to 
the industry. 


Producers of lumber products 
found that steel-strapped bundles 
containing from 1500 to 3000 feet 


of lumber could be handled, stored— 


and loaded on flat cars with ease. 
Furthermore, inventory control was 
improved because once a bundle of 
lumber is tallied and strapped it 
cannot be tampered with until the 
strap is broken. It was found that 
shipments arrived at their destina- 
tion as shipped. 

One of the latest developments in 
mill shipments of lumber is the use 
of steel strapping in box car load- 








WANTED— | 


The names of AMERICAN 
LUMBERMAN subscribers for 
more than 25 years. We plan to 
honor our veteran subscribers in 
our special 75th ANNIVERSARY 
ISSUE on September 11. Let us 
know when you first read AMER- | 
ICAN LUMBERMAN and when | 
you first became a subscriber. 


Our 10 longest-term subscrib- 
ers will receive lifetime subscrip- 
tions. Winners will be announced 
in our special anniversary issue, 
September 11. 


Drop a note today to AMERI- 
CAN LUMBERMAN c/o 75th 
Anniversary Editor, 139 North 
Clark St., Chicago 2, III. 


_——————— 
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THIS drawing shows how one company 
prepares a box-car loading to prevent 
shifting of lumber en route. 


ing of lumber. The purpose is to 
reduce shifting of loads in transit, 
which leads to occasional damage 
and additional unloading costs. The 
new system of loading, designed by 
the Signode Company and called 
by them the bank method, depends 
on tilting the load toward each end 
from the center of the car. Strap- 
ping is then applied to the load to 
make two separate units. See draw- 
ing, which illustrates how a box 
ear is prepared for loading. Photo- 
graph shows the condition of a 
typical banked and strapped load 
of lumber on arrival at a retail 
yard. Savings in unloading are re- 
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PROPERLY banked and strapped, a car load of lumber arrives at its destination in 
condition for quick unloading. 
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HAUL LUMBER EASY, 
QUICK, AT SAVINGS 
WITH THIS POPULAR 
INDUSTRIAL WHEEL 
TRACTOR 


The Allis-Chalmers Model 
1-B is buat specifically for in- 
dustrial purposes — low. 
short, powerful — pulls big 
loads quickly through nar- 
row aisles, around corners, 
up ramps — short turning, 
extra stability. Ideal for 
pushing loaded cars into dry 
kilns! Economical—operates 
on less than a gallon of fuel 
on hour. Available with 
sweeper, if desired, for gen- 
eral clean-up work, clearing 
snow around yard. Get all 
the facts ... see your Allis- 
Chalmers dealer. 


ALLIS: CHALMERS 


RACTOR RIVE SION * = OIUWAY RES 1, U.S.A. 
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QUICK-HITCH 
DRAWBAR 


—to hitch, operator 
simply backs trac- 
tor until load trips 
outomatic coupler 
Handy rope trip 
unhitches Coupler 
odjustable to var- 
ious heights. 
















EARLY DELIVERY 
possible if you place your 
order with your Allis- 
Chalmers dealer now! 
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Are You Strapping Lumber? 


AL & BPM reports the latest 
developments in labor-saving de- 
vices and mechanical equipment. 
The editors would like to hear 
from both big and small yards 
that are using steel strapping 
for lumber. How much in terms 
of dollars and hours is strapping 
saving you? How do your cus- 
tomers feel about strapped lum- 
ber? How have you developed 
methods to make the use of 
strapping more effective? 











alized from the time saved over un- 
strapped loads that often shift and 
become interlaced in the car. It is 
also possible to separate various 
parts of a shipment into component 
units to facilitate tallying and sort- 
ing at the receiving end. To accom- 
plish this, various breakdowns of 
the shipment, by grade, sizes, spe- 
cies, or destinations, are bound by 
intermediate straps, and then the 
whole load is bound as shown. 
SAVINGS OUTLINED 
LARGER yards which either al- 
ready owned or were in a position 
to purchase power-lift equipment 








were the first benefactors from 
steel strapping at the retail level. 
Figures range as low as an hour 
and a half for unloading flat car 
loads of strap-packaged lumber. 
Many yards now store these pack- 
ages until they are broken to make 
the contents up into delivery loads. 
A tally made at the time of unload- 
ing is guaranteed until such time 
as the strapping is broken. 

A feature of storing strap pack- 
ages of lumber is the safety factor. 
There is no danger of single pieces 
of lumber falling when fork-truck 
loads are stacked three and four 


STRAPPED in bundles. lumber can safely be piled four loads high, thus conserving 
space and speeding handling. 
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A TYPICAL load of house lumber 

prepared ahead of time as labor 

availability permits is ready for 
on-time delivery. 


A MIXED load of lumber at house 

site. Notice how load remains neat. 

Strapping also helps reduce _pil- 
ferage. 


high. See photograph showing 
strapped-in bundles. 

Many yards are now making up 
mixed truck loads of lumber for 
consumer use that can be strapped 
and stored until delivery date. A 
lift truck can then load the pack- 
age on the truck in a matter of 
minutes. This use of strapping 
makes it possible to organize the 
workers’ time more efficiently and 
also makes it easier to make deliv- 
eries promptly. 

The John Bader Lumber Com- 
pany of Chicago is one retail con- 
cern that has found substantial 
benefits in strapping mixed loads 
for truck delivery ahead of time. 


CONTROL IMPROVED 


Stock control at the retail level 
is materially improved where lum- 
ber is strapped into unit packages. 
Two dozen packages of 2 by 4’s 
bundled with a predetermined 
board footage are _ substantially 
quicker to tally than the many hun- 
dreds of individual pieces that 
make up the total. Also at the yard 
level pilferage of individual piece 
is more difficult. 

The matter of pilferage is also 
applicable as a consumer sales 
point. A tightly strapped load of 
lumber left at a house site is much 
less vulnerable than the loose load 
which makes it possible for the 
sneak-thief to walk off with indi- 
vidual pieces. This advantage is 
readily noted in the photograph 
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Builders ... Dealers . . . Architects 


GRAND RAPIDS . 


5 PRODUCT LEADERSHIP 


Laboratory tests prove that 
A) ith [i Z the "Grand Rapids Invizible" 
=~ 


Js VoasH BALANCE 


Fairy Journay 





is the most practical and effi- 
cient sash balance for double 
hung windows of every type. 


2. 
PUBLIC ACCEPTANCE 


| Advertised to 134,445,000 
readership in Better Homes 
and Gardens, American Home, 

~ Farm Journal and Small 
| Homes Guide, the “Grand 

_ Rapids Invizible" Sash Balance 

| is first choice of home owners 

| everywhere. 


: * 
SIMPLIFIED INSTALLATION 


| Just drive in one fastener — 
screw in one screw. Simple to 

~ adjust without removing sash. 

| Saves hours of costly installa- 
tion. 





LARGER VOLUME 
BIGGER PROFITS 


-P regerred because they are 


actually invisible, the "Grand Rapids 
Invizible"’ Sash Balances are depend- 
able and easy to operate under all 
climatic conditions. You'll find them 
easier to sell—easier to make a 
profit on. 


AT YOUR SERVICE 
NEVER IN YOUR SIGHT 


No tapes...no cables...no exposed 
tubes . . . nothing to catch dust or 
paint... nothing to explain away. 





type sash pulleys cover 95% of all 
sash pulley requirements. > 


GRAND RAPIDS 
SASH PULLEYS 


No. 103 face plate, cone 
bearing type, and Nos. 175, 
109, 110 sawtooth drive 


$tt\ouR 
CATALOG IN 
SWEET'S 


=z“ 
WRITE 


for Illustrated 
Specifications 
and Instructions 





GRAND RAPIDS HARDWARE COMPANY 


1 


GRAND RAPIDS 2, MICHIGAN 


Quality Leaders in Sash Hardware for over 50 Years 
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BUY FITITE SHAKES 


From These Convenient Distribution Points 


Fast delivery anywhere in the United States is assured by these 
top-flight distributors of Colonial Cedar Company products. Fitite 
Cedar Shakes Stayon Stained for sidewalls are shipped in straight 
cars or mixed with natural shingles. Totem Handsplit and Resawn 
Shakes and Totem Tapersplits are the best roofing materials on the 
market today—all available through the distributors listed below. 


CALIFORNIA: 

LUMBERMEN’S SUPPLY, INc. 
COLORADO: 

HeENsHAW & ELLWANGER A 

RICHARDSON LUMBER COMPANY . 
DELAWARE: 

CRANSTON LUMBER COMPANY 
IDAHO: 

CONTINENTAL LUMBER COMPANY 
INDIANA: 


EaGLE LUMBER DEALERS SUPPLY 


G. H. TessMAN LUMBER COMPANY . 


MASSACHUSETTS: 


Ho.srook LUMBER COMPANY 


MINNESOTA: 


EMMER BROTHERS COMPANY 


OREGON: 
DEALERS SUPPLY COMPANY 
M. TrumMBo Company, INc. 
NortH Priywoonp, Inc. 


PENNSYLVANIA: 
A. I. MICHELL 
UTAH: 
PIONEER WHOLESALE Supply Co. 
WASHINGTON: 
E_tiott Bay LuMBER COMPANY 
ELuiott Bay LUMBER COMPANY 
EL_uiotr Bay LUMBER COMPANY 
NortH Priywoop, INc. 
NortH Priywoon, INc. 


COLONIAL CEDAR COMPANY, 


Sacramento 


Denver 2 
Denver 4 


Wilmington 
Boise 


Marion 
Terre Haute 


Springfield 
Minneapolis 
Portland 14 
Portland 14 
Eugene 
Philadel phia 
Salt Lake City 
Everett 

Seattle 4 
Yakima 


Seattle 
Spokane 


ite 


600 WEST NICKERSON + SEATTLE 99, WASHINGTON 


TELEPHONE GARFIELD SOT1 














showing a consumer load being de- 
livered at the house site. 

Every yard expecting to remodel 
in the future should consider the 
possible benefits of strapped pack- 
ages of lumber when drawing up 
plans. The Berwin Lumber Com- 
pany in Chicago is one concern 
which has remodeled its old style 
bin-type lumber shed into a modern 
warehouse in which packages of 
lumber can be stacked, stored, and 
moved efficiently. Wood roof trusses 
were installed so that posts and 
bins could be removed, thus giving 
a clear working space. 

Much pioneering is now being 
done in additional applications of 
steel strapping in retail building 
material stores. In many cases 
rolled roofing, knocked-down mill 
work and other items can be more 
cheaply and safely handled by 
packaging with strapping. It is in- 
teresting to note that the lumber 
industry actually pioneered the 
principle of strapping materials. 
For many years cedar shingles 
have been strapped to reap the 
benefits of unit handling and pro- 
tection of the product. 

For the small town or country 
yard, where personnel ranges from 
the owner or manager alone, up 
to three or four employes, the cost 
of present-day lift trucks is gen- 
erally prohibitive. However, sug- 
gestions are now being made on 
how strapping of lumber and other 
materials can be used economically 
by the small yard. John G. Bucuss, 
manager of the Steel Strapping Di- 
vision, Acme Steel Company, be- 
lieves strapping can help small 
yards. 

Delivery requirements in the one 
to three-man yard constitutes a 
rush period which either ties up a 
hired truck and driver if the yard 
does not own a truck or ties up per- 
sonnel to a large degree as far as 
waiting ‘on customers is concerned. 


GIVES EQUIPMENT FULL USE 


STEEL strapping makes it feasi- 
ble for the small yard to use one 
or two dead wagons with rollers on 
which outgoing straight or mixed 
loads of lumber can be made up 
ahead as time permits. Strapped, 
these loads can be pushed easily 
and quickly onto the delivery truck 
just before delivery is scheduled. 
Adaptation of this method should 
allow many small yard operators to 
spread labor requirements more 
smoothly and give better delivery 
service. Protection from pilferage 
as a sales point applies in the small 
town and farm community as well 
as in the city. 
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Outstanding "Kansas Dealer 


Builds Volume by Utilizing 
Manufacturers’ Sales Aids 


SCREENING is given test of strength by 


one of Davis Lumber Co. employes. 


PECIALTY ITEMS, most deal- 

ers believe, can be made to pay 
off handsomely if they are mer- 
chandised properly. A good exam- 
ple is presented by the experience 
of a Kansas retailer. 

The Davis Lumber Co., Hutchin- 
son, Kan., reports excellent success 
with a plastic screening. William R. 
Davis, who with his son, Jack C. 
Davis, directs this organization, 
was asked to explain his company’s 
success with this product at a re- 
cent convention session of the Cen- 
tral Kansas Lumber Dealers Asso- 
ciation, Salina. 

His story began with the World 
War II days when wire screening 
was hard to get. Plastic screening 
has just passed through the labora- 
tory and field testing stage and 
was gradually being delivered to 
retail dealers. 

A Firestone representative with 
samples of the then new screening, 
Velon, called on Mr. Davis, who 
decided to give it a trial. The com- 
pany supplied him with a full:line 
of manufacturers’ sales helps in- 
cluding swatches, envelope stuffers, 
banners for his windows, news- 
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paper mats and radio shorts. Mr. 
Davis used this promotional mate- 
rial liberally. The public response 
from the Davis company’s sales 
area was immediate. 

As a tie-in with his consumer 
promotion, Mr. Davis put several 
rolls of the plastic screen out on 
the counter and around the store, 
where every customer who visited 
the store could see it—in fact, they 
couldn’t help but see it. 

Another selling aid opened the 
eyes of skeptics. Mr. Davis applied 
the plastic screening to a frame, 
placed the frame between two 
chairs and then asked one of his 
heaviest salesmen to step on the 
screen as a test of strength. While 
this demonstration is being made, 
his consumer salesmen are schooled 
to emphasize three sales points of 
the product—durability, non-stain- 
ing and flameproof. 

Continued merchandising efforts 
of this type, Mr. Davis reports, 
have paid off with very satisfactory 
sales results. Similar methods, he 
is convinced, can be applied profit- 
ably to other products. 





Can You Top This? 

One of our veteran readers, 
| age 90, resubscribed the other 
| day. He has been taking AMER- 
| ICAN LUMBERMAN since 1880. 
One way we plan to celebrate 
our 75th ANNIVERSARY is to 
honor our long-time subscribers 
in our special anniversary issue. 

Let us know when you first 
read AMERICAN LUMBERMAN 
and when you first became a sub- 
scriber. Are you a first, second 
or third generation reader? 

If you have been subscribing 
to AMERICAN LUMBERMAN 
25 years or more, please let us 
| know. Write to: 75th Anniver- 
| sary Editor, AMERICAN LUM- 
| BERMAN, 139 North Clark St., 
| Chicago 2, Ill. 
| P. S. Lifetime subscriptio's 
| will be awarded our 10 longest- 
| term readers. Winners will !e 





| announced in our special 75th 
| ANNIVERSARY ISSUE, Septe:- 
ber 11. Why not order your extra 
copies today? Price $1.00. 








——— 
— 
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all the Devening 


with this great sales story ! 
& 34,000,000 readers will see 
( Lumite’s great Spring campaign ! 


Now-A New Kind of 


Screening 













Good looks Cre 
ing new scre 
obsolutely rustproof 
LUMITE can never stain 
walls of your house—ney, 
looking or discolored, 


lough Here's the screen you would never 


hove believed Possible 


ivst @ part of thi 
is amaz- 
en material. Be — 


the sills or side- 
‘er become ugly- 







Handy \ 


eeu Pointing rene? screen. It never 
any protecti 
ve coct- 


ing. It's amazing! 
e e 
f can cut it at Y easy to handle—yoy 


aa ay MO special tools, Maney scissors 
Di 
f erent Made 


No Scratched fingers. 
terial 


from saran Plastic, the fibr 
| es of this amazi 
_ eae qualities never before ‘emma: 
quay a Magine — if you CON—a screen ¢ “ 
ag ee by water sun, smoke, soot pars 
Hardwore, ey eProy: That's LUMITE! Sold bore St 
» Lumber’ or Building Supply dealers ees 


all with 





For i ‘ 
r information ond free sample 
write 
i Depr. 08, Lumite Division 
Pee Manufacturing Corporat 
“ Worth Street, New York 13,.N, y 
le Y 


Screen once and for 





- Greatest campaign in screening history, it will sell 
Lumite for YOU... 
great magazines. Get the consumer story from the ad. 
Tell it—sell Lumite. Order from your hardware, build- 
ing supply or woodwork wholesaler. Or write for 


with 27 advertisements in eight 


samples to Dept. | OPV VRS mB) WAN) (@)» Fem @lil (ae) of -1— 
Mfg. Corp., 47 Worth St., New York 13, N. Y. 
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One size (3-36-18) answers 75% of 
average requirements. Quantity 
buying puts this premium window 
on a competitive price level. 


The 
MOST TALKED ABOUT 


window in the world! 





Out of the South each year pours an army of “sales- 
men” for Gate City Awning Windows . . . vacation- 
ists and visitors who have enjoyed healthful ventila- 
tion, rain or shine, at the turn of a handle! 


They tell their neighbors, friends and relatives— 
show them pictures of this beautifully designed no- 
push no-pull window that’s cleaned from the floor— 

‘with screensand storm sash indoors and ‘no rain- 
sttedks ufider the sills. 


Then there’s an installation—and soon everyone 
else knows about. Gate City Awning Windows. De- 
mand begins to mushroom. No wonder we have so 
many carload buyers-in active building areas! 


Write today for full information. We sell Gate 
City Awning Windows complete (with glass, hard- 
ware, screens)—or KD in carload lots—or hardware 
only. Address Gate City Sash & Door Co., Dept. AL, 
Fort Lauderdale, Fla. 


*Write jor special requirements if interested in hardware only. 


Export Sales Representative, Frazar & Company, 50 Church St., New York 7, N.Y., U.S. A. 


Cable address: Frazar, N. Y. 


Agents in principal cities throughout the world. 




















85 











Estimating of 
Package Construction 








Unit Price 
Estimating 
for Cornice 


Revuh 


Exterior 


Millwork 














AL & BPM technical consultant presents 
a simple formula for obtaining accurate 
estimates of these complex assemblies. 








[’ OUR PREVIOUS articles, we have described 

methods of estimating by which the building 
products merchant and his cooperative contractor as- 
sociates may quickly arrive at unit material and labor 
prices that will conform to local practices, codes, and 
minimum F.H.A. requirements. 

To meet the variances, which exist due to climatic 
or geographical conditions, established local customs, 
dealer’s stocks, and also specifications, the units have 
been developed in a manner which provides for logical 
package assemblies. For example, rafters, roof-boards 
and roofing, in their several rafter sizes and spacing, 
make up a package assembly. Grouped also are the 
many kinds of roofing: wood, asphalt, asbestos shin- 
gles, metal roofing, slate, tile, canvas, etc. 

To afford convenient, rapid reference to these es- 
tablished prices, quantities and labor hours, a 3”x5” 
ecard index file was recommended as a working unit 
because it permits ease in selection to meet any local 
specification. It simplifies the additions of any new 
material and labor specifications; and the increase 
or decrease of material prices on any given unit may 
be easily checked and corrected. Estimator’s pricing 
controls may, at all times, be kept up to the minute. 

Because we wished to develop the system iin proper 
sequence, we began our series of articles with excava- 
tion and masonry, etc., and in our May 8, 1948 issue, 
we dealt with rafters, roof-boards and roofing. We 
are now at the point of package-pricing eave projec- 
tion, cornice, frames, and exterior millwork and 
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will treat eave projection, cornice, and rake finish 
pricing first. 
CORNICE 

CORNICE, while an essential part of roof construc- 
tion, is anything but uniform in design, girth, width, 
size, or number and design of members. It may be 
elaborate or simple, open or closed, and the projection 
or overhang is governed entirely by the architectural 
style of the house and the plan dimensions. 

Influenced by current architectural trends; for ex- 
ample, the ranch type house with its wide overhanging 
eaves, or the popular modified colonial designs, which 
affect close eaves with minimum projections, consider- 
able variance in pricing is inevitable. 

Climate, exposures, and local preferences all have 
an important part. The retail building products mer- 
chant, therefore, should select only those with which 
he and his contractors are in the habit of using. 

Operative or speculative home builders will oftimes 
make adjustments for the purpose of economy; while 
contractors who build custom built homes, will strict!y 
adhere to plans and specifications. 

Given a choice of several designs, the trained es- 
timator can easily (if his 3”x5” pricing cards are in 
order) help his prospective customer to select the eave 
and cornice treatment which will combine satisfactory 
appearance and function, and yet afford the greatest 
economy both in material and labor. 

“Open” cornice—this construction consists of ex- 
posed rafters—covered with selected beaded ceiling or ae 
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SSomething NEW- 
Ship Your Sash 


TRINITY WHITE 


PORTLAND CEMENT 


as Fast as You are 


able to 


Glaze itt 








AND WITH Cn dfleze LOOK at these Big 


NO KICK-BACKS EITHER | oustits Who Use 





NO CROWDING the production and Swear by 
line — NO shipping delays with 


ARM-GLAZE’d sash! stun- Glaze 
a gleaming, sparkling white This remarkable Armstrong glaz- 
ing compound establishes a perma- CURTIS 
nent bond immediately upon being 
Recommend and sell applied. After that—because it re- COMPANIES, INC. 


mains always elastic, it absorbs all 







































a . shocks of delivery and years of ANDERSEN 
Trinity White . . . for greater beauty penal CORPORATION 
— i 7 You can ship ARM-GLAZE’d sash 
greater light reflection < e, wik meat te a ts GEO. SILBERNAGEL 
! The uses of white cement are constantly increas- raya quaprsag! we & SONS co. 
d ; é : the dealer’s or on the job. 
i ing. It has always sold for its beauty in concrete 
products, terrazzo, cement paint, prepared stucco Add these economies together and ROCKWELL 
‘ish —and it always will. But its use as a means of the trifling more you pay for ARM- MFG. CO. 
improving lighting greatly expands the market. GLAZE is definitely small indeed. 
For example, white floors in many types of occu- —— ROCKY MOUNT 
"uCc- pancy greatly improve the lighting. It has gained MFG. co. 
ith, 4 wide popularity for light-reflective traffic and —_——— 
be } safety signs and markers. It may be used in roof | SELL ‘ 
sion : slabs and parapets to reflect natural light to in- | aan i “TRY 
iral teriors through sawtooth windows. 33 IT oes Get FREE 
Trinity White is a whiter white. It is a true port- Companion Product 
= land cement. Recom- Armstrong's No, 33 Sample = Make Any 
ing mend and sell it. It is a Glazing Compound mer- 
ich bettur walla: te Mult o0- is a otace in your | Test You Care To! 
ler- flection and beauty. For It’s like ARM-GLAZE a a 
on complete information, ate _ aan GLAZE, as listed above. You ion 
2 sam ps ~ win — ee ae should welcome the economies we make 
sich Division tea Portland jobs. repairs, to home possible. Write today to nearest Arm- 
taba handy-men. It’s defi strong plant for FREE sample — 
Cement Co., 111 West Mon- nitely far ahead of enough ARM-GLAZE to make every 
mes roe St.. Chicago 1, or Re- any putty. conceivable test. , 
hile public Bank Bldg.. Dallas, 
etly Texas. 
> in 
ave 
ory 
test COMPANY 
, 4065 So. LaSalle St. 241 So. Post Ave. 319 So. Crowdus St. 
a Chicago Detroit Dallas 
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D&M beaded roof boards, facia, frieze, and crown 
molding. 

The carpenter contractor’s unit price request may 
be set up as shown in table 1. 





Table I—Open Cornice—*100 Lin. Ft. 


Rafter Facia Frieze Crown Nails Labor Mat'l Labor Total 

Size Size Size Mold Lbs. Hours Price Price Price 
2''x4"" 1"'x6" 1"'x6" : 3.0 10.0 ae ee ae 
2''x6" ra 1"'x8""  ¥ 3.0 11.0 : ae 
i I"*xt0"" I''x10"" os 4.0 13.0 : eee a. 
2''x!0" I*xi2" he tg _ 4.0 14.0 ~ es 


*Allow 110 Lin. ft. for cutting waste 
Note: Difference in roof board price between ordinary roof boards on any 
size rafter and beaded ceiling or D&M required to cover exposed rafters 
oy —— depends on eave projection)—add to roof board price—per 
| sq. ft. 








Table Il 
Mat'l Labor Mat'l price Labor Total 
B.M. Hours Difference Price Price 
125.0 1.5 $ 


When pricing, estimator will combine added square foot price total for 
exposed roof Tears to the linear foot price total of cornice, which is 
developed by using the rafter size. 





Closed Cornice—this construction consists of 2”x4” 
look outs :—facia, soffit. (either one piece or made from 
beaded ceilings, depending on width of overhang), 
frieze, bed and crown molding. Width of overhang 
will determine length of look outs, soffit area, material, 
labor price and total price. 

To simplify carpenter contractor’s price request, 
three of the most prevalent overhang widths have been 
given in Table 3. For added widths a 6” section has 
been set up. All BM quantities are based on normal 
cutting and matching waste. 

The three projections most frequently used are—®8”, 
12”, and 18”. Table 3 gives material and labor quan- 
tities, including 2”x4” look outs. It must be remem- 
bered that, while facia, frieze, bed and crown mem- 
bers are constant, look out lengths and soffit areas 
are variables and have been considered accordingly. 

It is well to remember too that the cost of scaffold 
labor, application of facia, frieze, bed and crown mold- 
ings are constant—likewise the look out labor remains 
the same whether 8”, 12”, or 18” overhang is installed. 

The primary difference between overhang sizes lies 
in added 2”x4” look out material; and also increased 
material and labor caused by greater soffit area. 





Table IlI—Closed Cornice per 100 Lin. Ft. 


Overhang Overhang 

Member Linear feet Linear feet 
Description 8"' 12"' 18" 8"' te 18'' 6'' more 
\'/o''x8"" frieze 110 110 110 ; : 
I"'xl0" facia 110 110 110 
2'' bed mold 110 110 110 
3"' crown mold 110 110 110 
*solid soffit 110 110 : _ 
**beaded soffit ? 55 92 183 73 
***2''x4" look outs 5) 76 102 26 
Nails—tibs. 7.0 8.0 9.0 1.0 
Labor hours 16.0 17.0 20.0 1.0 
Mat'l price $ $ 9... . 
Labor price 
Total Price,— $ $ 3: .. $ 


*I''x6"' and I''xl0"' solid soffit assumed. 

**3/,'"x3\/,"" beaded partition may be used for all widths. 

***2''x4" look outs Gowed u6”" €.c. 

Estimators will use outside dimensions when arriving at plan quantities— 
equivalent for matching—mitering and end waste on beaded partition 
figured at 146 sq. ft. per 100 surface feet. 





RAKE FINISH 
RAKE FINISH—This item is used when finishing 
the exposed edges of gable or shed-type roofs where 
overhang or projections are not desired. It consists 
of a facia against the side of the structure—trimmed 
with a crown mold. The unit price request is shown 
in Table 4. 
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Table 1V—Rake Finish per 100 L. F. 


Nails Labor Mat'l Labor Total 

Mat'l Lbs. hours price price price 
1'/2"'x8"' facia 110 L.F. I 2.5 
3"' crown mold 110 L.F. l 2.5 





Porch construction, combined with cornice, and 
porch lintels (built-up)—this unit is assembled from 
either two or three or four—2” members which, de- 
pending on the span between supports, may be either 
2”x6”, 2”x8”, 2”x10”, or 2”x12”—finished with 1” facia 
34” cove mold on 2 sides and 1” soffit. 

Unit price request for these items is given in Table 
V—and should be entered on the 3°x5” price index 
cards when filled in and returned by the carpenter 
contractor. Porch cornice, overhang, etc., are to be 
estimated, priced and added to main house cornice. 





Table V—Built-up Porch Lintels per 10 Lin. Ft. 


Sizes and Material Labor Mat'l Labor Total 
Description required hours price Price price 
4''x6"' Lintel 

2''x6"" beams 22 BM 

I''x8" facia 15 BM 

1''x4"’ soffit 4 BM 

¥%,"" cove 22 L.F. 

Nails 1 Ib. 3.0 
4''x8"" Lintel - , 

2''x8'' beams 30 BM 

I''xl0" facia 20 BM 

"x4" soffit 4 BM 

%4'' cove 22 L.F. 

Nails 1.5 Ib. 3.5 
6''x8"' Lintel 

2''x8"' beams 44 BM 

I''x10" facia’ ' 20 BM 

I''x6"' soffit 6 BM 

%,"" cove 22 L.F. 

Nails 2 Ib. 4.0 
6''xl0"' Lintel 

2''x!0"" beams 55 BM 

I"'x12" facia 22 BM 

1''x6"' seffit 6 BM 

¥%,'" cove a LF. 

Nails 2 Ib. 45 
8''x10"' Lintel 

2''x10"" beams 74 BM 

I''x12" facia 24 BM 

\''x8"" soffit 8 BM 

%,'" cove 22 L.F. ‘ 

Nails 3 Ib. 5.0 
8''x12"' Lintel 

2''x12"' beams 88 BM 

"x14" facia 28 BM 

'''x8"' soffit 8 BM 

¥%,"" cove 22 L.F. 

Nails 3 Ib. 5.5 


Note: Facia over |0'' wide is usually composed of two members with joint 
molding. Estimators will take off plan sizes and increase lengths to 
the next even foot. 








Table V (con't)—Built-up Porch Lintels per 10 Lin. Ft. 


Solid member plain lintels without facia, soffit, or cove—per 10 L.F. 
M 


Sizes and Material Labor at'l Labor Total 
Description required hours price price price 
4"'x6" Lintel 22 BM 1.0 
4''x8" Lintel 30 BM 1.5 
6''x8"' Lintel 44 BM 2.0 








Table VI—Porch Ceiling per 100 Sq. Ft. 


Sizes and Material Labor Mat'l Labor ‘otal 
Description required hours price price price 
5/4''x3'/4"' ceiling 128 BM 4.0 

Nails 1.5 Ib. aes 











June 5, 1948, AMERICAN LUMBERMAN @ 


DIXIE LUMBER DIXIE LUMBER DIXIE LUMBER DIXIE LUMBER 


















DIXIE LUMBER DIXIE LUMBER DIXIE LUMBER DIXIE LUMBER DIXIE LUMBER 


Total 
price 


ind 
‘om 
. de- 
ther 
acia 





‘able 
ndex 
nter 
o be 
nice, 


DIXIE LUMBER DIXIE LUMBER 


YJGWNT JIXIG YAWN FIXIG 





tor Beaty / 


BIRCH PLYWOOD 


MAHOGANY 
LUMBER AND LOGS 


Leading Importers of Tropical Woods 


DIXIE aaa DIXIE ee 
COMPANY, Inc. COMPANY, Inc. 
8201 FIG ST. NEW ORLEANS, LA. CONWAY, SOUTH CAROLINA 
DIXIE LUMBER DIXIE LUMBER DIXIE LUMBER DIXIE LUMBER DIXIE LUMBER 





TOUGH ASH 


474'to 16/4” No.2 Common & Better 


-CYPRESS 


-Southern Hardwoods 


Total 
price 





YIGWNT JIXIG YIGWNT IXIG 
YIGWNT FIXIG YIGWNI WIXIG YIGWNT JIXIG YIgwNi JXIG 


DIXIE LUMBER DIXIE LUMBER 
























| : : 
j The Lane No. 3: Edger is built for fast, 4. L A Np & 


accurate and profitable operation, Our many SS |  @) a } C H Al N F 3 E D 


years experience building saw mill equipment e7 N S E D G E R 
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Table ViI—*Porch Columns and Newels 


Sizes and Material Labor Mat'l Labor Total 
Description required hours price price price 
Size Cols. 

6''x6''x8'0"' 22 BM 2.0 

8''x8''x8'0"' 27 BM 2.5 ae 

10°'x10"'x8'0"" 38 BM ae = <~sHse “akties! o . “Gone 
Size _Newels 

6''x6''x4'0"" 14 BM eee TR ee 8 =e oe Rane 

8"'x8''x4'0"' 18 BM 2.0 

10''x10"'x4'0"' 22 BM 2: 


*BM includes cutting waste, skirt, neck mold, cap, and base, and nails. 
Lengths are based on standard sizes 8'0'' and 4'0''—and should be esti- 
mated accordingly even if plan hts. are less. 

If pre-assembled, labor hours should include only fitting and setting— 
approx. '/, of the time shown in table Vil. 


‘ 





Porch railing, bulkhead rails, porch steps, and lat- 
tice are the remaining items to complete the porch 
and follow in Tables 8, 9, and 10. 





Table Vill 


Porch Railing—with 1'/4"" sq. balusters—3" c.c.—and molded top and 


bottom rail _ per 10 L.F. 
Sizes and Material Labor Mat'l Labor Total 
Description required hours price price price 
Top rail 10 L.F. 
Bottom rail 10 L.F. 
Balusters 1° 40 pdsé alert 
Nails 1 Ib: . a 
Porch Railing—with 1''x3'' balusters 5" c.c.—and molded top and 
bottom rail — per 10 ; 
Top rail 10 L.F. 
Bottom rail 10 L.F. 
Balusters 24 pcs. 
*  (2'6" long) 15 BM He 
Nails 1 Ib. 2.5 





Porch floor and porch step solid bulkhead rails— 
per 100 sq. ft.—This construction is possible of so 
many variations with regard to both interior and ex- 
terior finish that to simplfy developing a local unit 
price, only 2”x4” studs, 16” c.c., 2’ 6” high, single top 
and bottom plate, sheathing one side, 2”x8” finished 
cap, cove molding for both sides, and nails are included 
in Table 9. Exterior and interior wall finishes must 
be added to conform with specifications or balance of 
exterior wall finish. Material quantities include allow- 
ance for normal cutting waste. 





Table IX 

*Solid bulkhead porch floor and porch step bulkhead rails—per 100 sq. ft. 
Size and BM Labor Mat'l Labor Tota! 
Description required hours price price price 
2''4"" plates 59 

) 11.0 
2''x4" studs 63) 
2''x8"' top cap 66 2.0 
**1"'x6"' D&M (I side) 120 3.0 
Cove 80 L.F. 1.0 
Nails 4 ib 


*Add for exterior and interrior finish—as specified. 
**For sheathing on both sides, double the amount. 





Porch Step construction consists of 2”x12” rough 
horses, 1”x8” risers, 1144”x10” nosed treads, 1”x12” 
outside stringers and *4” cove, and nails. Because of 
the variances caused by both length and number of 
steps, Table 10 has been developed on a per single step 
basis—in lengths of 3’ 0”, 4’0”, 5’'0”, 6’0”, and 8’ 0”. 

The estimator will scale the porch or platform eleva- 
tion to the grade line to determine the number of steps 
—check the step length, and price accordingly. On 
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sloping lots, where the finished grade is in doubt, pro- 
visions—for adds or deducts—should be included jn 
the estimated price. 

As in many other units, steps have both vari:bles 
and constants. Yet, over-all analysis indicates a safe 
factor of 4.0 BM per step per L.F. 








Table X 
Mat'l Labor Total 
price price price 
| step per Lin. Ft.—Mat'i—4.0 BM 
. Labor— 20 minutes 





LATTICE 


PORCH LATTICE is constructed of 14%4"x4” styles 
and rails—per 100 sq. ft., including lattice and nails— 
estimated quantities based on frames—2’0” to 2’ 6” 
high—6’ 0” to 8’ 0” long. 





Table XI 
Porch Lattice — per 100 sq. ft. 

Mat'l Labor Total 
Description price price price 
1'/44"'x4"" stiles and rails 50 BM 
Lattice 800 L.F. 
Labor 10 hrs. 
Nails 3 Ibs. 
Corner Angles 24 ne en 
Water Gio 100 Lin. f.—This includes finish board, drip cap and naik 














Table Xil 
Material Mat'l Labor Total 
description L.P. BM price price price 
i''x8"' board 110 74.0 
Drip cap 110 
Nails 1 Ib. 
Table Xill 
Other misc. exterior finish—plain or molded lumber—per 100 Lin. ft., 
incl. nails. 
Size of L.F. BM Labor Mat'l Labor Total 
member req. : hours price price price 
1*'x3"* 110 28.0 4.0 ‘ 
"x4" 110 37.0 4.0 
1'’x5"* 110 46.0 4.0 
1''x6"" 110 55.0 4.0 
1*'x8"" 110 74.0 4.0 
1*xt0" 110 92.0 4.0 
“sis 110 110.0 5.0 
1/4""x3"* 110 35.0 45 
1/4"*x4"" 110 46.0 4.5 
VARS 110 69.0 45 
11/4""x8"" 110 99.0 4.5 
2''x4"" 110 74.0 5.0 
2''x6"' 110 110.0 5.5 
2''x8"' 110 148.0 5.5 





In all of the foregoing material items, which the 
building products merchant may select for his local 
market, it is necessary for him to give his associate 
contractors the current material prices based on »ver 
counter sales to contractors. 

Quantity discounts to large consumers may, i! de- 
sired, be agreed upon later; but, for package pricing 
the items, all contractors should be treated alike. 


EXISTING STRUCTURES 
IN PRICING these units for existing structires, 
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BARROWS 


et -BOR: 
TUBULARS | YOU SELL 


1 Mitered corners electri- 
cally welded for greater 
strength. 


2 Exposed welds ground 
smooth for better ap- 
pearance. : 


3 Cold formed sections—. 
straighter edges, tighter 


. 


4 Double weathering be- 
tween inner and outer 
frames. 


5 Muntins welded to pases 
—no gaps. 


Poe Heavy gauge steel—no- 
sagging, dependable life- 


A PROUD NEW LINE SD time pertormence. 


7 Top quality hardware. 








In tubulars, ACTION speaks louder than 
words. The crisp, sure action of BARROWS’ 
new “TU-BORS” comes from the sound use 
of long-proved engineering principles. And 


from the tough metals from which they are 4 — | 
made. Here is a proud new line backed aatts AN STE E L 
goon ¢ WINDOWS 


by over fifty years of experience in hard- 
ware manufacture. You can bank on 
BARROWS’ “TU-BORS"... Your better builder customers will prefer Good- 
for fast application, for craft Steel Windows. They are made better—look 
fine performance . . . better—yet cost no more. 
for beauty and last- It will pay you in customer good will as well as 
ing dependability. greater profits to sell the Goodcraft line of steel 
windows—residential, basement, and utility. Don’t 
wait! Write for complete details about Goodcraft’s 
greater profit franchise for your area. 


For 


Goodcraft Windows are manufactured in all standard 
sizes as recommended by the Metal Window Institute. 


BASEMENT WINDOWS 


Featuring: Rigid all-welded 
steel construction e Inter- 
changeable vents e Off-the- 
job glazing e Economical 
installation e Weathertight 
ch the locking ¢ Three standard 
s local sizes e Metal screens. 





SOi jate 


ner \ _ FAST DELIV Ea 


if de- 8k - 

wicket : Y , 

' , METAL PRODUCTS co. 
NORTH CHICAGO, I LLINOIS 2526 Fifth, Detroit 1, Michigan 


10d CRAFTSMANSHIP << 
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pensive yet necessary function. 


It is recommended that the selling prices be in- 
creased sufficiently to compensate the contractor for 
these extra efforts, so that he may realize the same 
fair margin of profit which he could expect on new, 


whole house jobs. 


To calculate these necessary increases, a simple 
schedule to follow is to price a whole house ‘ob valued 
Jobs amounting to 
lesser values can be quickly adjusted by use of the 


at $2,000.00 or more at 100%. 


table below. 


$2000 or over........ 100°-—of selling price 
1500 to $2000....... 110°-—of selling price 


it is well to remember that the quantities are usually 
smaller, and that preparation or make ready is an ex- 





100 to 


1000 to 1500 
500 to 1000 


less than $100 





aenous 120°6,—of selling price 

eee 125%—of selling price 

ee 140%—of selling price 

= aaa ate 150% —of selling price 
Careful examination of work to be done on existing 

structures is highly essential. Often the existing 

woodwork, masonry, plaster, etc., is in dire need of 


replacement; yet, unless carefully inspected, the exi:st- 


is added to it. 


ing flaws will not become apparent until the new work 


Particular care is recommended where old millwo:k 
is to match up with new. Often it will be more eco- 


nomical to remove the old and use stock thruout rather 


than to run “specials” in limited amounts. This also 
applies to hardware. lock sets. etc. 








Supervision of 


Package Construction 


By GUS MEISSNER 
Technical Consultant 





15 Points 


OF GOOD CONSTRUCTION 


N THE estimating section in 
this issue, we have dealt with 
cornice, over hang, rake finish, 
porch construction, lattice and mis- 
cellaneous exterior millwork. 

Here are essential points to ob- 
serve and supervise in these con- 
stantly visible elements : 

1) Lumber should be clean, 
smooth, straight, and free of any 
loose knots. 

2) Joints should be squared and 
slightly wndereut to afford tight fit- 
ting joints between members. 

8) Nails should be driven care- 
fully, cause no splits. They should 
not protrude on the finished surface 
and should be set with a nail set.... 
hammer marks are inexcusable. 

4) Nails should be used gen- 
erously and staggered on boards. 
Each nailing support should receive 
at least two nails. 

5) If rough edges or surfaces 
occur on members, they should be 
smoothed with a jack plane BE- 
FORE installation. 

6) All exterior finish should be 
primed as quickly as possible after 
installation. Some good contractors 
prime the finish members before 
they are installed. 

7) Extra care with regard to 
length of roofing nails over open 
cornice or overhang is essential; 
otherwise, nails will be too long 
and protrude through the finished 
soffit or underside of the D&M ex- 
posed roof boards. 

8) Where the edges of D&M 
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boards project over the outer end 
of the eave or overhang, the tongue 
or groove should be ripped off and 
the edges planed at the correct 
bevel to form a drip edge. 

9) Cornice, eave, overhang, and 
rake should be brought to an even 
plane alignment by using a chalk 
line—so as to avoid waves. 

10) Exposed rafter ends should 
be checked with a chalk line and 
accurately cut before frieze or facia 
is applied. 

11) Porch lintels; joists which 
form girder, should be carefully 
selected, placed crown edge up, with 
joints over supporting columns. In 





Here is your watch out list of 
six pointers in cornice, over- 
hang, porch and exterior mill- 
work for new constructions. 

1) Use clean, smooth, straight 
stock—free from loose knots. 

2) Use a square when laying 
out—and 10 to 12 point sharp 
cross-cut saw to insure tight 
joints. 

3) Plane all rough edges be- 
fore installing. 

4) Nail all assemblies securely 
on not over 8” c.c. and set nails 
without showing hammer marks. 

5) Accurately cut mitered in- 
tersections on crown or bed 
mold where pitches differ. 

6) Prime all new finished 
woodwork as quickly as possible 
after it is installed and while 
dry. DO NOT USE PUTTY TO 
FILL NAIL HOLES OR 
CRACKS UNTIL PRIMING 
COAT IS DRY. 








Here is your watch out list of | 
five pointers in regard to corn- | 
ice, overhang, porch, and other | 
exterior millwork on existing 
homes. 

1) In case of added rooms, 
millwork members are extended 
back to nearest inside corner— 
to prevent unsightly breaks. 

2) Where existing trim is 
heavier or thicker than stock 
trim presently available, “shims” 
are used to provide an even 
plane surface. 

3) Any expensive ornate 
brackets or other gingerbread is 
neatly removed and replaced 
with uniform spacing to fit the 
extension—or removed entirely. 

4) Priming paint is applied as 
soon as the finish is in place. 

5) On one story exténsions 











proper flashings are installed. 





case of long spans, a 44 x10 inch 
punched steel fish plate sandwiched 
in between the joists and securely 
bolted will reduce the possibility of 
any sag, particularly where project- 
ing rooms over porch cause an 
extra load. 

12) Built-up porch columns 
should have a 4 x 4 inch insert or 
two 2x4’s spiked together to carry 
the load instead of depending on 
the column — particularly where 
they are load bearing. 

13).°Porech rail: — Bottom rail 
should be ‘raised approx. 1 inch 
from porch floor and supported by 
blocks spaced not over 4 ft. apart 
Balusters should be accurately cut 
in a jig to insure uniform length. 
and be spaced off with a divider ‘vo 
insure even openings between ba!- 
usters. 

14) Porch steps: — Adequate, 
level masonry supports for rough 
horses are essential. Treads wii! 
last longer if composed of three 
1% strips spaced % inch apart 
than if built of solid boards. 

15) The spacing of lattice strips 
should be uniform whether diag«- 
nal or square spacing is used—and 
laid out with dividers before a:- 
sembly. 
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+ TIME 
v PAINT 
+ MONEY 


“The greatest improvement the paint business has 
ever known.” That’s what they’re saying about the 
amazing new Hudson Lektrik Paint Gun. And Hud- 
son is giving it terrific backing in national advertis- 
ing, promotion, and display. Get on the band wagon 
NOW and get YOUR share of the profit. 


a 


Equipped with Portable Motor 


Hudson’s 110-120 Volt AC/DC motor 
develops 22 Ibs. free air. Practical for 
homes and farms. A “must” for hob- 
byists. Paints smoothly with little 
effort. You always get a master- 
craftsman job. 








Every Kind of Painting 


Glass jar holds 24 oz. enamel, var- 
nish or paint. Paint Gun is equipped 
with adjustable sprayheads and di- 
rectional nozzle, for painting up, 
down, sideways or straight ahead. 
Fingertip control. No painting mess. 





6 






Saves Time — Paint — Money! \\ 
A lifetime investment. Sells for only 
$34.95 complete with motor, higher 
iN western territories. Guaranteed. No 
extra gadgets, gimmicks or spare parts 
required, Just 8 pounds complete. 





NATIONALLY 
ADVERTISED 
IN — 


THE SATURDAY EVENING 





PAINT GUN 


D. Hudson Manufacturing Company, Chicago, Illinois, U. S. A. 
A Hudson Sprayer For Everyone Everywhere 
ORDER FROM YOUR JOBBER TODAY— OR WIRE HUDSON TODAY! 
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but there’s a 








difference.... 


* In the case of the apples, the 
difference is obvious. When it 
comes to buying plywood, however, 
the difference lies in what you get 
WITH it. 

When you buy plywood from us, 
you get first class, pre-war quality; 
you get promotional help and 
ideas that will increase your profits; 
you get assistance in making the 
most of today’s opportunities. 

You also get “RIGHT NOW” 
delivery service from one of three 
strategically located warehouses— 
fully expanded in facilities to handle 
a large volume of business and bulg- 
ing with quality plywood. This means 
customer satisfaction: YOUR cus- 
tomers, that is. 

And finally, we’ll do your worrying 
when it comes to inventory. No loss, 
no storage problems. Order what you 
need, as little as you need and when 
you need it. That'll save you money, 
too. 

As close to you as your telephone. 


















INDIANAPOLIS PLYWOOD CORP. 


1300 BEECHER ST., INDIANAPOLIS 7, IND. GARFIELD 4433 
1ST. & COLUMBIA STS. LAFAYETTE, IND. PHONE 2345 


OHIO VALLEY 
PLYWOOD CO. 


VINE AT SPRING GROVE 
CINCINNATI, OHIO 
WOODBURN 9280 






















Bad Guessing 


[* IT WERE possible to build a 

million houses per year for 15 
years, as is frequently stated in 
Washington as being necessary, 
houses would glut the market long 
before many could be completed. It 
would take a far bigger HOLC than 
in the ’30s to bail out many of the 
distressed home owners. Already it 
is becoming more and more difficult 
to sell newly constructed homes in 
certain cities ... although they still 
are being built. 


*% * * 


The Farm Market still tops the 
list in buying power by a wide 
margin. 

* * 


Good Reading 


PEAKING OF HOMES causes 

us to suggest a careful read- 

ing of the real estate section of the 

New York Times almost any Sun- 

day where you'll find page after 

page of ads that really make you 

want to buy a home... and terms 
that make it possible to do so. 


% * * 


A New Note in Home Building 


Kk SEE by the papers that 
Fostoria (Ohio) AFL car- 
penters have cut their hourly rates 
on new frame houses from $2.30 to 
$1.00 in an announced effort to ease 
the housing shortage. 

“We are trying to give a start to 
new housing the community needs 
so much and we hope other trade 
unions will follow,” Business Agent 
E. L. Dixon is reported as saying. 
Old rates remain in effect for re- 
pair work and industrial construc- 
tion. 

The estimated saving in labor on 
a five-room house is $900. Hats off 
to Business Agent Dixon! 


* * * 
Fast Moving Publicity 


HEN GOVERNOR DEWEY 

visited Sweet Home, Ore., 
recently, Frank Hofheins, presi- 
dent, Oregon Plywood Corporation, 
exhibited two 42-foot Douglas fir 
peeler logs on Main Street and had 
the energetic presidential candi- 
date pose for a candid camera shot 
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ACHANDISING Cléreée 


at 2:30 in the afternoon. During 
the next two hours the logs were 
converted into %4-inch plywood, 
sanded both sides, cut into sam- 
ples. When Governor Dewey was 
eating dinner at Eugene, 50 miles 
away, at 6:30 that evening, he was 
presented with his picture and a 
generous supply of the plywood 
samples .. . effective publicity that 
attracted widespread attention. 


* * * 


Salesmanship and the S.E.P. 


PPARENTLY the Saturday 
Evening Post editors are 
again becoming interested in the 
subject of salesmanship. We say 
again because there once was a 
time when the popular magazine 
ran a series of articles on selling 
that proved to be highly popular. 
We hope the policy has been re- 
sumed and perhaps such is the case 
because in a recent issue we en- 
countered not one, but two inter- 
esting sales stories and both, be- 
lieve it or not, were developed 
around door-to-door selling. One 
pertained to Fuller brushes and the 
other to Watkins remedies. Need- 
less to say, the two articles con- 
tained plenty of good selling am- 
munition for businessmen and their 
sales forces. 
x * * 


Nothing is more depressing to a 
potential customer than a disor- 
derly place of business. 


% % * 


Reducing the Cost per 1,000 


URE THING, lumber like every- 
thing else is high, but there 
are ways and means of reducing 
the cost to the consumer by at 
least 50 percent (and in many 
cases more) through the use of ap- 
proved treatments which extend the 
life of lumber from three to five 
times. 

Treated lumber need not be used 
in all cases, but should always be 
used in certain critical areas in 
practically all frame structures. 

Insurance against decay or rot 
in exposed places, or against ter- 
mites wherever present, is a highly 
profitable investment instead of 
added cost. 


¢ 
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Merchandising in the Modern 
Manner 


HE TWO-WEEKS’ showing of 
Homes for Today brought 
34,000 people to Hecht’s new store 
at Silver Spring, Md. The promo- 
tional program included a 15-min- 
ute television show, an Easter egg 
hunt led by Br’er Rabbit, loud 
speaker announcements, tea-room 
tents, special mailings, a “teaser” 
campaign, and follow-through ads 
in newspapers, window displays. 
“The morale of an organization 
does not well up from the bottom, 


it filters down from the top.” 
—Kenneth Smith 


% *% * 


Farm Business Should Be Good 
in Nebraska 


EBRASKA LUMBER dealers | 

point with pride to the fact } 
that the Corn Husker State ranks 
seventh in total cash farm income 
...an average of $10,193 per farm 
in 1947 as compared with the na- 
tional average of $5,208. The state 
also leads the nation in farm mort- 
gage debt reduction from January 
1, 1940 to January 1, 1947. An 
average cash income of nearly J 
$1,000 per month, per farm ought 
to spell good business for lumber 
yards. 

* %* * 


Heading Off the Itinerant Applicator 


W E NEVER COULD figure out 
why local lumber dealers 
permit perfect strangers (without 
a dime invested in the community) 
to come into their trade territory 
and walk away, a short time later, 
with a pocket full of highly prof- 
itable orders for roofing and side- 
walls which invariably are available 
locally at lower prices for much 
better quality. 

A short time ago we drove down 
the main highway leading from 4 
prosperous western county seat | 
town having three lumber yards. 
There were seven or eight newly 
roofed barns within 20 miles of the 
town, all sold by a distant appli- 
cator. We were told the same thing 
was true on all other main high- 
ways in the county! 

What’s the reason? 
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SLAYMAKER 

MORTISE LATCH SET 
NO. 202 

Escutcheon Plates—Wrought brass. 


4xl%"' 

Front— Wrought brass, 3% x 114,"’ 

Knob— Wrought brass, 13%4'" diameter, 
projection 2” 

Lever Handle—Cast brass, 2'’, pro- 
jection 144°" 

Locking Knob—Cast brass; positive 
action. 

Interior Bolt, Locking Arm and Hubs 
—Extruded brass. 

Case—Wrought steel, 2 x 1% x Y2’’ 

Packed—One set in a box, with screws, 

Backset—134"' reversible. Fits doors 
Y% to 15%4"" thick. 

Weight—12 Ibs. per dozen. 


No. 202K 


Same as 202 but with key-locking 
mechanism and two corrugated 
steel keys each. 
























































NO. 202 


SLAYMAKER NO. 2003 RIM LATCH SET 


NO. 2003 





Cast brass case and lever handle with wrought brass escut- 
cheon and knob. Reversible bolts. For use on screen and 
storm doors, either in-swinging or out-swinging. 


Case—2'4 x 2%"’ 

Knob—1%4"' diameter, 13%4'’ pro- 
jection. 

Packed—1 set in box with screws. 


Escutcheon—154"’ diameter. 


Lever Handle—2"’ long, 1%"’ 


projection. 


Weight—9' Ibs. per doz. with screws. 


Write for Catalog No. 374 which illustrates and 
describes the Slaymaker line of quality: 


DOOR STOPS » KNOCKERS « LETTER PLATES + ELECTRIC BELL 
PLATES « CHAIN FASTENERS «+ BRASS BUTTS « SASH LIFTS « SASH 
LOCKS « PULLS & HANDLES « KNOBS « CUPBOARD CATCHES «+ 
BARREL BOLTS « STAIR RAIL BRACKETS « GARMENT HOOKS « HASPS 
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A New Source of 
BIG PROFITS for YOU ! 


ZONOLITE 


INSULATING CONCRETE 
FLOORS and ROOFS 





























2 Seas a d A isis aoa pi 
WS RAEI WEARING SURFACE _— 
pe Sernieo Grou 















No condensation « Ground cold 

out, floor warmth in « Ideal for 

radiant heat + Effective on old 
cement floors 









“ Lightweight concrete roofs 
Efficient insulation 


Smart dealers are building volume, reaping profits, with 
Zonolite Concrete Aggregate. Makes CONCRETE 
THAT INSULATES! Clean, dustless, light to handle. 
Can be poured right on the ground. Makes fireproof, in- 
sulating roof for stores, office buildings, factories, garages. 
Demand growing daily in housing projects everywhere. 
Ample dealer helps, backed by strong national ads, offer 
opportunity for you to cash in. Get full information now. 


DEALER HELPS NOW AVAILABLE 


They’re ready for you: mats of ads, radio 
scripts, display easels, stuffers to help you 
sell. Write us for them. : 














ZONOLITE COMPANY 
135 S. La Salle St. + Chicago 3, Illinois 
*Zonolite is the registered trademark of the Zonolite Company. 
FOR FULL INFORMATION MAIL THIS 
COUPON TODAY 





er UE Se SE 

ZONOLITE COMPANY y 

Dept. AL-68, 1358. LaSalle St., Chicago 3, IIL I 

Please rush complete details about (_ ) Zonolite r 
Jranular Fill, (_ ) Zonolite Plaster, (_) Zonolite 

Concrete. i 
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A high speed 114 h. p. floor sand- 
ing edger that weighs only 25 
pounds has been introduced. The 
new model BE-7 is designed for a 
wide range of use, and is an addi- 
tion to the line of edgers which 
includes models for rental use. The 
edger will glide easily on two ball 
bearings; its own weight supplies 
the necessary pressure against the 
floor. An electric light, protected 
by a shield, in front of the ma- 
chine illumines the work area. A 
feature is a guard preventing the 
disc from damaging upright ob- 
jects, yet permitting the disc to 
sand flush with base boards, stair 
risers without touching them. Dust 
is sucked into the intake around the 
disc and blown into a zipper bag. 
The frame of the edger is cast 
aluminum alloy. For more com- 
plete information write Porter- 


Syracuse 8, New York. 


Light Floor Edger Cable Machine company, 
AL&BPM, 1714 N. Salina street, 





Dept. 





New Dehumidifier 


De-Moist, the new dehumidifier, 
is now available. It absorbs ex. 
cess dampness that causes mold, 
mildew, musty odors, rust—up to 
100 percent of its weight, without 
dripping. It can be regenerated 
as often as desired simply by bak- 
ing in a hot oven. The new 50 
ounce size is designed for use jin 
basements, attics, laundry rooms, 
poultry houses and other enclosures, 
The regular 12 ounce size for use 
in closets and small rooms will con- 
tinue to be available. For more 
information write G. N. Coughlan 
company, Dept. AL&BPM, 29 
Spring street, West Orange, N. J. 


Asphalt Roofing Shingle 


Just announced is a new asphalt 
roofing shingle to be called the 
Super Strip. It weighs 250 pounds 
per 100 square feet, 40+ pounds 
more than most shingles. A double 
coating of asphalt and mineral 
granules covers the entire surface 
to form added weight, thickness 
and rigidity. The extra thickness 
provides heavy shadow lines. It will 
be offered in ten shades to match 
any exterior color scheme. For 










MANUFACTURERS & WHOLESALERS 


EUGENE, OREGON P. O. BOX 908 
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sé never need 
painting © 


Al Glements Dumber Co. 


DOUGLAS FIR LUMBER 


Industrial and Housing Materials 


PHONE 5640 TWX NO. EG 49 
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Sex. YOU TOO, CAN MODERNIZE 
ne YOUR HANDLING METHODS 
thout . . , . . 
rated Conveyors get lumber and building materials in 
bak- and out of storage faster at lower cost. 
w 50 
se in With Rapid-Wheel* conveyor (upper photo) lum- 
poms, ber, mill work, packaged or boxed goods roll by 
—— gravity right to the loading or stacking point. With 
| an the Rapid Power Booster* (Lower photo) all 
more types of material are lifted directly to the storage 
¢hlan space. In either case, it’s a two-man job. 
[, 29 
N. J. Both wheel and roller gravity conveyor plus sev- 
eral types of power belt units are available. For 
more details, write today or call your local repre- 
sentative. 
‘phalt THE RAPIDS-STANDARD CO., INC. vs Wise 
1 the 352 Rapistan Bldg., Grand Rapids 2, Mich. ve - 
— ene in principal cities %, P 4 
ouble 
neral 
irface 
= Popins -JTANORAD 
kness 
= MATERIAL HANDLING EQUIPMENT ; 
nate 
For 
*O6@ 
% a ee 
& ama 
$; | 0 Lumber C 
‘ regon Lumber Co. 
: Baker, Oregon 
: HARDWOOD 
: — 
2 FLOORING 
: Pioneer eastern Oregon mill—in operation 59 
ears. Under our sustained yield plan of opera- 
® Y 
e¢@e tion, the past 59 years of performance is just Oak-Beech-Pecan-Ash 


a starter for future delivery of our products. 


In straight cars or mixed with air dried 


—oO— Yellow Pine Boards and Dimension. 
Best of manufacture. Satisfaction that 
Manufacturers will bring you back for more. 


For prompt attention on your needs phone or write 


Miller & Company, Ine. 


Since 1889 Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 Phones Jackson 1885 








Famous “John Day” 
Ponderosa Pine 
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more complete information write 
Philip Carey Manufacturing com- 
pany, Dept. AL&BPM, Cincinnati 
15, Ohio. 


New Hotpoint Display Program 


Hotpoint has launched a new 
dealer store identification and prod- 
uct display program aimed at a 
neon sign for every dealer and a 
display background for every prod- 
uct. The plan is outlined in a color 
brochure being distributed to deal- 
ers. The brochure introduces the 
new starliner display. It covers 
the full identification phase of re- 
tailing, including truck signs, 
blown-up kitchen illustrations, wall 


banners, electric sign clocks, val- 
ances, decalomanias, and many 
types of interior and exterior neon. 
For a copy of the brochure write 
Hotpoint Inc., Dept. AL&BPM, 
5600 W. Taylor street, Chicago 44, 
Ill. 


Fire Retardant Wood 


The Wood Preserving division of 
Koppers company has issued a new 
booklet on the subject of fire re- 
tardant wood. The booklet dis- 
cusses fire hazard ratings of vari- 
ous building materials, the evolu- 
tion of fire retardant treatments, 
tests for fire retardant wood, and 
methods of treating wood to make 
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“OLD TIMERS” 


Old timers in name and experience, 
but modern in design. These job-tested 
of logging equipment are 
proved in the field before they are 
made available to you. Tested for effi- 
cient and economical logging, they 
merit your investigation. Write, phone 


HYSTER winches, sulkies, skidding pans 
and rigging; DISSTON chain saws; 
CATERPILLAR diesel engines. 


TRACTOR & 
MACHINERY CO. 


y 


ma 
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MENANDS 
NEW YORK 


Telephone 5-5255 
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it fire retardant, and lists applica. 
tions in which fire retardant wood 
is of special value. It also con- 
tains information on, and pictures 
of, actual cases where fire, originat- 
ing in inflammable materials, was 
held in check by the fire retardant 
wood. For a copy of this booklet 
write Koppers company Inc., Dept. 
AL&BPM, Wood Preserving divi- 
sion, Koppers building, Pittsburgh 
19, Pa. 


Oil Burning Heater 


Designed for the home is the new 
Coleman console oil-burning space 
heater of modern styling and finish. 
It is 341% inches high, 3734 inches 
wide and has an overall depth of 
25 inches. The entire cabinet is 
welded into a single piece of heavy 
gauge steel. There are two finishes, 
one a desert beige with coppertone 
grill; the other a rich spattercoat 





brown. Heat is delivered by radia- 


tion, circulation and when _ the 
heater is equipped with a power 
blower, by direct air movement at 
floor level. There is a removable 
five-gallon tank, a built-in humidi- 
fier, automatic draft meter and the 
newest type fuel control valve. Au- 
tomatic room temperature controls 
are optional. For more complete in- 
formation write the Coleman Com- 
pany, Inc., Dept. AL&BPM, Wich- 
ita, Kans. — 


Speedmoulders 


One hundred feet or 100 carloads 
is the slogan used to describe the 
new Timesaver Speedmoulcers. It 
is quickly set up for 100 feet and 
said to be rugged enough for 100 
carloads of mouldings. Two models 
are available; the 690, capacity °x6 
inches and the 490, capacity 2x4 
inches, finished moulding. Each is 
powered with four motors, variable 
rate of feed up to 100 feet per min- 
ute, ball bearings throughout and 
the four heads travel at 6000 r.p.m. 
Round or square heads are available 
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Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 
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Soundbilt is a name that stands for quality in plywood. 
As the name itself implies, Soundbilt is a well-manufac- 
tured, soundly produced plywood. It comes from fine, old- 
growth logs. It is made in a modern plant. Soundbilt is 
a name you'll be hearing more about from now on. 


at Sun 


y PLYWOOD, /ve. 
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BER CO. Ltd. 


2020 Chicago Title & Trust Bldg.. CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont. 











p 230 EAST F STREET # TACOMA, WASHINGTON ® PHONE MAin 0179 
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IN THE CASH 


« BY SELLING 
co} with ABC! 


No collection or credit worries — no 
money tied up in open book accounts. 
Get paid in cash by using the nation- 
wide instalment note services of ABC, 


exclusively for the building industry. 


ALLIED 
BUILDING 
CREDITS, INC. 


3109 Wilshire Blvd., Los Angeles 5, Calif. 


PAYMENT PLAN 
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WHAT’S NEW? 





plied to run any pattern. Write for 
folder TSM for complete facts on 
the Speedmoulder. Timesavers Inc., 
Dept. AL&BPM, 128 S. 22nd street, 
Philadelphia 3, Pa. 


Screen Snap Fasteners 























Ludwig snap fasteners are de- 
signed for seasonal changes from 
storm windows to screens. The 















Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


WILL NOT SHRINK| 
; it WORKS BETTER. 


STICKS AND STAYS ifr 
i) 
ee 
















Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this : 
nature. Use it yourself, and you'll quickly 
see why it sells-so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-Ib. drums for 
industrial users. 


The PLASTIC Repair Material 





DONALD 
DURHAM 
COMPANY 
Des Moines 4 

lowa 





























in POWDER Form 
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spring tension stops rattling and 
seals windows against drafts. Made 
of hardened spring steel, they are 
rust proofed by cadmium plating. 
They can also be used on combina- 
tion doors, on the tops of windows 
and as a window safety lock. One 
set serves year around for screens 
and storm sash. Used on frame, 
brick or brick veneer construction. 
Come in a three-color display box. 
For more complete information 
write A. G. Busch & Co., Inc., Dept. 
AL&BPM, 2632 N. Central avenue, 
Chicago 39, IIl. 


New Surface Mailbox 


A new surface mailbox is welded 
throughout, making it one piece of 
weatherproof. It has a self-closing 
solid brass that is non-corroding, 
and said to be rustproof and 
letter drop, name card holder, 


large, flexible newspaper and mag- 
azine clip, a staple that fits any 
padlock, and a big door to the in- 
terior. Size is 1114x6x234 inches. 
complete 


For more information 





write Trine Manufacturing Corp., 
Dept. AL&BPM, 1430 Ferris place, 
New York 61, N. Y. 


Glass Block Advertising Kit 


Now being offered to Insulux 
glass block dealers is a new adver- 
tising kit. In addition to mat and 
electrotype service for newspaper 
layout, radio and direct mail ads 
are also being offered. The pro- 
gram is designed to assist local in- 
sulux dealers in keying their re- 
gional advertising with the com- 
pany’s national campaign. For 
those designing their own ads the 
kit offers 32 art suggestions rang- 
ing from printed signatures and 
use sketches to halftone cuts. For 
more complete information about 
this kit and Insulux products write 
American Structural Products Co., 
Dept. AL&BPM, Toledo, Ohio. 


Tile Cement 


A new addition to the Peter Put- 
ter products line is announced 
Peter Putter’s tile cement. The 


new product is a snow-white, wa- 
terproof cement made by a new 
It is especially made for 
resetting old 


formula. 


filling, setting and 





and new tile and is said to work 
equally well wherever a cement of 
this type is indicated. It is put up 
in a modern package that is a col- 
orful display containing 12 pack- 
ages. Plans call for a sustained na- 
tional advertising campaign. For 


more complete information write 
Schalk Chemical Company, Dept. 
AL&BPM, 851 E. Second street, 


Los Angeles, Calif. 


Garbage Disposal Unit 


Gar-Disposal reduces bushels of 
refuse to ounces of ash by the prin- 
ciple of dehydration in a safe, odor- 








less, and silent operation. It can be 
installed in the kitchen or base- 


ment. It can be operated by gas 
or electricity. It consumes all garb- 
age and refuse as fast as it accu- 
mulates. For more complete infor- 
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525 CORBETT BUILDING—PORTLAND 4, OREGON 


LUMBER.., “i : ” poll West Coast Species 


% MOULDINGS ,y INDUSTRIAL CUT STOCK 









*% FURNITURE DIMENSION STOCK 
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“The Cle Reliable” 


MARKWELL 
WORLDS GREATEST WOODWORKER “RB3" SCREEN TACKER 


AND RB 5/16’ SCREEN STAPLES 
; d, ry / 
Write for J D Y . 


Descriptive 
Folder 















OTHER MARKWELL PRODUCTS NOW AVAILABLE 
(CATALOG ON REQUEST) 














INSULATION TACKERS — MOULDING TACKERS 
SASH BAR TACKERS — BRADMASTER 


MARKWELL MFG. CO., INC. 


INDUSTRIAL PRODUCTS DIVISION 
200 HUDSON ST. * NEW YORK 13, N.Y. 


ROLL-O RF 1D “The Active Truck is the Money-Maker” 
LUMBER TRUCK BEDS Since 1918 


Complete Beds Shipped KD. 


EASILY MOUNTED 
Write for Catalog & Prices 


HUTCHINSON MFG.CO. 


NORRISTOWN PENNSYLVANIA 





















The R-B COMPANY, 1921 Guinotte, KANSAS CITY, MO. 
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Added Profits from 
Insulation Sales 





Model 96 


Sell or Rent Hotchkiss 
Model 96 Automatic 
Tackers with every sale 
of Roll-type Insulation. 


Sell or rent this handy device for installing 
insulation and get the extra'profits from the 
staples needed for the job. Installers appre- 
ciate the easy way in which they can fasten 
roll-type, foil, batt and other types of insu- 
lation in place with Hotchkiss 96 tackers. 
They hold the insulation in place with one 
hand and tack it with the other. 


Model 96 drives six sizes of twinpoint staples 
into studs and rafters. It works perfectly in 
confined spaces, (under eaves, etc.), where 
you can't swing a hammer. The magazine 
holds a strip of 70 shear point staples. 





FOR DIFFICULT CORNERS BUILDING PAPER 
The sketch at the left shows how easy it is 
to tack in confined spaces with the Hotchkiss 
96 tacker, and at the right a workman is 
shown tacking building paper on rough sid- 
ing with a Hotchkiss tacker. 








SCREENS 


Speed up screen making by 
using the Hotchkiss Model 96 
Automatic tacker to fasten 
screen wire on frames. 


Write for information on the Hotchkiss line 
of tackers and staplers. 


THE EH. MOCCKMELS COMPANY 


« ° Cc ON NECTICUT 
“Pioneers in all thots best in stapling” 
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mation write Electrocap Mold Com- 
pany, Dept. AL&BPM, 115 E. Car- 
son street, Pittsburgh 19, Pa. 


Customized Kitchens 


Just announced is a new line of 
Tracy customized kitchens, de- 
signed to harmonize with Tracy 
stainless steel sinks. The cabinets 
are made of heavy gauge sheet steel 
and are electrically welded into in- 
tegral units for maximum strength 
and rigidity. Two coats of white 
enamel are baked on over the sur- 
faces. Drawers slide on plastic roll- 
ers for quiet operation and are 





equipped with a safety stop so they 
cannot pull all the way out acci- 
dentally, yet are easily removed. 
Kitchen planners can select from 
six different basic kitchen centers, 
consisting of stainless steel sinks, 
undersink cabinets and matching 


wall cabinets. For more complete 
information write Tracy Manufac- 
turing Company, Dept. AL&BPM, 
3125 Preble avenue, Pittsburgh 12, 
Pa. 


Wiring for I-E Homes 


Wiring diagrams and_ kitchen 
layouts for the Industry-Engi- 
neered home developed by the Pro- 
ducers’ Council and sponsored by 
the National Retail Lumber Deal- 
ers association are given in a new 
booklet. Various kitchen plans for 
both the L-shaped and the two- 
story feature houses meet recom- 
mended cabinet and counter surface 
requirements. Wiring diagrams 
provide plenty of circuits, properly 
placed outlets and switch controls, 
and modern circuit protection. The 
booklet gives specifications and di- 
mensions for refrigerators, ranges, 
water heaters, sinks, cabinets and 
other equipment. Copies of the 
booklet (B-3979) may be secured 
from the Better Homes Bureau, 
Westinghouse Electric Corporation, 
Dept. AL&BPM, P. O, Box 868, 
Pittsburgh 30, Pa. 





Color in the Home 


“Choose a color scheme that fol- 
lows the sun” is the advice of color 
consultants of the Pittsburgh Plate 
Glass Company’s paint division to 
home decorators as revealed in the 
company’s 1948 guide to home dec- 
orators, Color Dynamics for Your 
Home. Home painters are urged 
simply to draw a rough sketch of 
their floor plan and lay it on a cir- 
cle showing the colors of the spec- 
trum. Types of colors for use in 
the various rooms are then selected, 
based on exposure to sunlight. The 
new booklet, which is free upon re- 
quest, simplifies the selection of 
various color harmonies; compli- 
mentary, split-complimentary, triad 
and analogous. Complete with color 
illustrations, it gives directions for 
changing the visual proportions of 
a room as well as for selecting the 
right color combinations to harmon- 
ize with furnishings. For a copy 
of the book write Pittsburgh Plate 
Glass Company, Dept. AL&BPM, 
632 Duquesne Way, Pittsburgh 22, 
Pa. 


Multiple Use Cabinets 


New multiple use cabinets have 
been designed to lend themselves to 
a variety of arrangements. They 
can be used in every room in the 
house, in the laundry and in a gar- 
age workshop. They can be se- 














lected according to requirements, 
the space available and the ar- 
rangement desired. In addition to 
needed storage space, the cabinets 
can be used to separate one room 
from another, such as dining room 
and living room; or to divide one 
room, such as forming a duo-use 
bathroom, or a divided recreation 
room. The cabinets are furnished 
in the natural wood and are not 
painted. These cabinets are fully 
described in a new booklet called 
Multiple Use Cabinets. For a copy 
of this booklet write Carr, Adams 
& Collier Company, Dept. AL&PBM, 
Dubuque, Iowa. 
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Window Canopy 


{wo new products are announced. 
The first is an all-aluminum window 
canopy, finished in green and which 
is adjustable in length so that one 
size fits all window casement widths 
from 26 inches to 47 inches. The 
depth is 134% inches. The upper 
edge has leak-proof flashing seal. 
The second product is an all-alumi- 
num flower box with adjustable 
brackets so that it may be hung 





ee ee, ee | =. BO 


below any window or placed on any 
flat surface inside or outside the 
home. For more complete informa- 
tion write Tel-O-Post Company, 
Dept. AL&BPM, Akron, Ohio. 


Bathroom Accessories 


A new pocket size catalog titled 
New Beauty and Convenience for 
Every Bathroom is now ready for 
distribution. It describes and il- 
lustrates bathroom cabinets and 
accessories. The catalog is free. 
For a copy write Miami Cabinet 
division, Philip Carey Manufactur- 
ing Company, Dept. AL 14, Cincin- 
nati 15, Ohio. 


Kitchen Literature 


Two new pieces of literature for 
Youngstown kitchen dealers are an- 
nounced. One is entitled Display 
for Profit and answers the ques- 
tions of why, how and where to 
display kitchens. The second book- 
let deals with local advertising and 
sales promotion. Topics discussed 
include newspaper, radio, billboard, 
movie, direct mail and television 
advertising. Hints on preparation 
of ad copy are given. Illustrated 
are the ad mats available to deal- 
ers. For a copy of each of the 
booklets write Mullins Manufactur- 
ing Corporation, Dept. AL&BPM, 





Warren, Ohio. 
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Indian Fire Pumps 
are available with 
either solid brass or 
galvanized tanks. 


and there is 
ro} | h Mme) \ | = 


INDIAN 










“We were able to extinguish 
the fire as fast as we could 
walk.” That’s what a Kansas 
rancher says about how he 
put out a prairie fire with 
Indian Fire Pumps. “The 
flames were from two to four 
feet high and driven by a 
strong wind and we still had 
water left in the five gallon 
tanks. | never saw so much 
fire extinguished by so little 
water.” 


Equip now with these world fa- 
mous, portable fire fighters. You 
will be delighted with the way 
they make short work of all 
kinds of inside and outdoor fires. 
Tank may be filled with clear 
water or properly formulated 
wetting agents. 


Catalog and 
Price List 
on Request 


413 Main Street UTICA 2, N. Y. 


PACIFIC COAST BRANCHES 


Mercules Equi it & Rubber Co. ‘ i 
ie Brannan St. 2ioosfourin Av, uth Fred E. Barnett Co CANADIAN AGENTS: 
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Les Angeles 13, Calif. 




















WHAT’S NEW? 





Triple Electrical Outlet 


A new three outlet receptacle is 
now being produced which can be 
installed in standard boxes. It has 
double contacts of heavy duty 
bronze and is side wired. Large 
binder head screws are ample for 
No. 10 wire; a wide space between 
screws is provided for quick instal- 
lation. The receptacle and match- 
ing wall plate are designed as a 
harmonizing unit and can _ be 


mounted either vertically or hori- 
zontally.. They are produced in both 
brown and ivory. For more com- 
plete information write McDonald 
Manufacturing company, Dept. 


AL&BPM, 544 E. 3l1st street, Los 
Angeles, Calif. 














Lumber That Comes From 
Good Quality Logs 


There’s an old saying that a river can rise no higher than its 
source. The same thing is true in lumber. Its quality can be no 
better than the logs from which it is sawn. A-Y is fortunate in 
having a choice stand of Ponderosa Pine timber that maintains a 
steady flow of excellent quality logs to the mill—enabling A-Y to 
maintain a flow of high quality lumber to its customers. 


Yard Stock, Factory Lumber 
Mouldings, Industrial Items 


Member Ponderosa Pine Woodwork 





Alexander-Yawkey Lumber Co. 


Members Westerm Pim Axa chat 


fv 


Prineville, Oregon 





Insulated Brick Siding 


Bricsulate, insulated brick sid- 
ing, has been added to the line of 
building materials manufactured by 
the Philip Carey Mfg. Company. 
Bricsulate is said to give insulation 
plus structural strength. It has a 
thick insulation board base coated 
with a heavy mastic. One feature 
is the asphalt saturated top and 
bottom with deep penetration. The 
outer surface has thick granule 
coverage. The siding has ship lap 
edges all around for tighter 
weather seal. Brick design will be 
offered in red, red blend, tapestry, 
gray blend or light buff color. 
Stonsulate, the siding in‘stone de- 
sign, will be in gray blend. For 
more complete information write 
the Philip Carey Mfg. Company, 
Department 14, Cincinnati 15, Ohio. 


Insulation Tacker 


A new and improved tacker has 
been announced. It is designed to 
apply batts, blankets and foil type 
insulation. It is a light weight 
model, compact and constructed to 
drive the Markwell RHD 5/16 inch 
staples flush into rafters, joists, 
studs, ete. It is designed to reach 
into the eaves and dormer rafters. 
It is said to be available for im- 
mediate delivery. For more com- 
plete information write Markwell 
Manufacturing Company Inc., Dept. 
AL&BPM, 200 Hudson street, New 
York, N. Y. 


New Type Aluminum Screen 


A new window screen, the Durall 
aluminum tension screen, is being 
introduced. It has a unique tension 








design which eliminates heavy side 
frames. The screen design makes it 
possible to install it from the inside 
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We have recently installed a new 1ates-American A-62 Planer and Matcher and 
are prepared to do good quality work — and promptly. 


has 


a4 We also manufacture and wholesale 
0 


Southern Pine and Hardwood Lumber 


























type 
‘4 “ | Our Specialty: 2 x 4—8’ SLYP S4S Std. EE DET A/D 
( O 
inch 
ints, CORINTH PLANING MILL CO. 
— | P. O. Box 501 CORINTH, MISS. Telephone 968 
im- = aes 
com- 
well 
Jept. A 
“i THE NAME SILVER LAKE stampep ON EVERY FOO — 
@ PACKED IN CARTONS @ — sia ee rr ys 
urall 
eing 
sion ode 
LOWER PRICED GRADES 
j oT eee AAA EDDYSTONE 
4 ib a ag j Mills and Sales Office PELHAM 
& 2 , SILVER 9:44: co. ) Chattahoochee, Georgia NUCORD 
a 3 “4 Sold through Regional Distributors BENGAL 








J. P. RINN H. V. SCOTT 


: 
: 
j Kinn -edcott - Lumber Company 


s LUMBER and LUMBER PRODUCTS 











Yard and Warehouse —— General Office 
a 2759 So. Kedzie Ave. Redding, California 360 No. Michigan Ave. 
ae Chicago 23, Il. . cis Chicago 1, Il. 


BiShop 4080 RANdolph 4678 
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of the house and allows the house- 
wife to wash her windows without 
removing the screen. At the top 
and bottom are aluminum bars. On 
the top bar is a patented device 
which makes it easy to secure the 
screen or to remove it. The special 
edge gives rigidity and allows the 
tension catch to pull the screen up 
tight against the window frame. 
For more complete information 
write the New York Wire Cloth 
Company, Dept. AL&BPM, 500 
Fifth avenue, New York 18, N. Y. 


Brush Cleaner Displays 

New circular die cut displays for 
Time Saver brush cleaner and Time 
Saver paint remover are announced. 
It is a circular card that does 











edad -- 52 eee eo} STAGILITY -- 1948 


Special Items for 
Prompt Shipment 


Car 1x4 +3 KD Fig. 

Car 1x4 +3 AD/KD S4S 

Car 1x6 D KD Pat. +116 Sdg. 
1x6, 8 & 10” KD & AD Bds. 

1x6 & 8” KD & AD Sdg. 

2x6, 8 & 10” +2 & Btr. AD Dim. 


Scotch lumber has been known for 
dependable quality for 52 years. When 
you need lumber, let Scotch Lumber 
Company serve you. Drop us a line 
on the above specials on your next 


regular requirements. 


SCOTCH LUMBER co. 


SOUTHERN PINE 


SOUTHERN HARDWOODS 


FULTON, ALABAMA 


Mixed Cars a Spectalty 
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double duty. Printed front and 
back for high visibility, blue for the 
paint remover and deep red for the 
brush cleaner, it is cut to set tightly 
on the F style cans. Color contrast 
between the can label and display 
piece adds to the attention value. It 
can be used on counters or in win- 
dows. For more information about 
the display and the products write 
Time Saver division, Celeo Cor- 
poration, Dept. AL&BPM, New 
York, N. Y. 


Prefab Booklet 


The Housing Institute Inc., has 
just announced the release of a new 
book on the entire field of prefabri- 
cation, entitled Prefabs on Parade. 
It has been compiled and published 
to serve the needs of both the gen- 
eral public and the housing indus- 
try. It is illustrated with pictures 
of model homes and matching floor 
plans. For each manufacturer 
listed, a typical home is pictured 
and described, complete with speci- 
fications, approximate cost, building 
information, financing data, etc. 
There is a complete list of manufac- 
turers. The price is $2 per copy. 
For copies write The Housing In- 
stitute Inc., General Offices, Deep 
River, Conn. 


Paint Spray Gun 


A new paint spray gun which 
makes possible a high-gloss finish 
has been announced. The entire 
head can be removed as a unit by 


merely removing the locking screw 
and lock nut. Only one fluid needle 
is required for all paint spraying. 
A highly accurate control of spray 
width is said to be provided by the 
angle of the needle. Only three 
spray heads ‘are needed to cover the 
full range of paint spray materials. 
Air cap and fluid nozzles have been 
designed so that any of the three 
combinations may be used for both 
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BALANCER-ACTION, WEATHERSTRIPPING BENEFITS IN 
Me -tete 
WINDOW STAYS 


One operation to insure snug-fitting, 
free-sliding sash for all double-hung 
windows. Aiir-tite Window Stays ap- 
ply evenly distributed pressure onto 
both upper and lower sash towards 
the parting bead. Thus, weather in- 
filtration and slackness between sash 
and parting bead is eliminated and 
windows will remain at any desired 
height without cords, weights, pulleys 
or balancers. 

Air-tite Stays simplify inventery 
‘problems. They are the convenient, 
economical and logical way to 
finish new, old or completed window 
units. Write today for descriptive 
folders and prices. 








The plunger of each 
Air-tite Stay expands 
and contracts against 18 
lbs. of spring action. This auto- 
matically adjusts to wood swell- 
ing or shrinkage, allowing sash to be 
raised or lowered freely at all times. 

Cut-away view - Actual size 


@ s 
Fan 
U.S. Pat. No. 2,187,412 


WINDOW STAY COMPANY, CHICOPEE, MASSACHUSETTS 


























HOLT HARDWOOD (0. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH @ OAK 
STRIP © BLOCK 
and 
HERRINGBONE 
FLOORING 


BROOM HANDLES 
GRADED SAWDUST 


¥ 
High Grade Northern Hardwoods 


© 
Custom Kiln Drying 


@ 
Members: M. 7. M.A. N. HL A. ON. 8 HM A, 


OCOnTO, WISCONSIN 
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Logged in 1936-1937 


HARDWOODS e WHITE PINE @ HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for curren’ 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 


MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 
QUALITY LUMBER 





Air-dried Kiln-dried 


ROOF DRAINAGE 
PRODUCTS 


Immediate 
DELIVERY 

























STAINLESS STEEL 
ERAYDO ZINC 
ALUMINUM 
COPPER 














Specialists in the production and distribution of non- 
corrosive products. 


POTTS-FARRINGTON CO. 








1224 CHERRY ST., PHILADELPHIA yma 


Nv 
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siphon and pressure spraying. For 
descriptive literature write Amer- 


A 4 + 1 Gik } SE ¥ UALI y Y ican Brake Shoe Company, Kellogg 
a Division, Dept. AL&BPM, 230 Park 
avenue, New York 17, N. Y. ( 


M ea ns to You, the Buyer Nylon Paintbrush Book 


A new illustrated booklet Ho. 











IT MEANS lumber produced from fine quality You Can Save Money on the Jol 
timber. with Paint Brushes Bristled wit) 
Manufacturers : . Ke 
IT MEANS lumber that is well-manufactured Band Sawn DuPont Nylon is being distributed. Cur 
—smoothly dressed, accurately run to pattern, The booklet covers the developme) Out 
double-end trimmed to size. N. C. PINE of nylon bristles, gives instructions 
IT MEANS lumber that is properly seasoned Hardwoods as to the use and care of them ani tion 
or dried. Over 80% of our output, including Cypress describes recommended procedures pee 
all finished products, is scientifically kiln for cleaning. The booklet may lx ; a 
dried. Air dried is available on customers obtained from the Plastic Depart wb 
specifications. All air dried stock is Dowicide — ‘ per 
dipped. ment, E. I. duPont de Nemours & an 
, Co., Dept. AL&BPM, 626 Schuyler : 
IT MEANS lumber that is accurately graded— End-Matched avenue, Arlington, N. J rep 
that will 1 ins i * < ahi 
1at will meet any grade inspection. Pine, Oak, ipadiastiine , eo 
. : . o10 nua s 
Mixed cars mouldings, flooring, Maple & Gum The O’Brien corporation an- 
baseboard, casing, finish stock, Flooring te lor manuel. This al 
sheathing, boards, dimension, : etc. ROURESS HS NeW Co aaa. + 1 
handy, pocket size manual is 7x31 we 
inches. Full color swatches permit ( 
Member: accurate visualization of more than 19% 
Southern 100 up-to-the-minute colors, devel- cel 
Pine Assn. oped to harmonize with the latest we 





OTHERS National Oak fabrics, draperies and floor cover- in 
ings. A color scheme guide lists 15 


Flooring Mfrs. 

















Assn, scores of useful suggestions for an 
. , every room. For further informa- 
MILEY, SOUTH © AROLINA <0 sell tion on obtaining this color manual Ww 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH Lbr. Assn. write O’Brien Corporation, Dept. 
AL&BPM, 101 N. Johnson street, ci. 
, South Bend 21, Ind. lt 
| , , aaa 6 


Colorful Plastic Hardware 
A four-page illustrated bulletin 


| Mr. Lumber Dealers shows stock hardware items avail- ¥ 


able in colorful plastic to give prod- 


ucts eye-appeal. Included are styles, fe 

Here is a suggestion for using model kits of the 47-1 Industry Engineered — .* so . — gg p 
House to ver d advantacae. pulls, hooks and other items. In 

di citietia addition the bulletin lists complete S 


facilities for fabricating and injec- 
tion molding plastic items to speci- 
fication. The booklet is available 
from the Ace Plastic Company, 
Dept. AL&BPM, 91-30 Van Wyck 


1 Sponsor a model building contest in your local Boy Scout Troops, 
" YMCA, Boy's Clubs, 4-H Clubs, or other supervised youth groups, 


as a summer activity. 


me «3 OD = 


| 2. Get your local newspaper to cover the program. It has high pub- boulevard, Jamaica 1, N. Y. ; 

| lic interest appeal. The kits teach a worthwhile lesson—provide a _— ( 

fascinating leisure hour occupation. Maple Flooring Booklet : 

Now available is an eight-page ( 

. , ‘ oe — ‘| booklet entitled A Glimpse of an In- ; 
| 3. Display finished models in your store, and invite the public in to teresting Modern Home, showing 

see them. . 
actual photographs of room in- 


teriors in an attractive modern 
home floored throughout with 
northern hard maple. The brochure 
contains other interesting informa- 


| State number desired. Include remittance with order. Make all checks 
payable to American Lumberman, Inc. 


| ORDER NOW tion, including natural and color re- 
= productions of northern hard maple 
Price per kit $12.50 postpaid flooring arranged in strips, assem- 
| bled blocks and various patterned 
designs, as well as technical infor- 

| AMERICAN LUMBERMAN & mation and suggestions for laying 
BUILDING PRODUCTS MERCHANDISER and finishing. For a copy of the 





| book write Maple Floor Manufac- 

139 North Clark Street, Chicago 2, Illinois | | turers association, Dept AL&BPM, 
| | 46 Washington boulevard, Oshkosh, 
— eee ——————— ee Wis. 
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Current statistics on ; 
Output and distribution 


Lumber shipments of 414 mills reporting to the Na- 
tional Lumber Trade Barometer were 8.1 percent 
above production for the week ending May 15, 1948. 
In the same week new orders of these mills were 19.1 
percent above production. Unfilled order files of the 
reporting mills amounted to 64 percent of stocks. For 
reporting softwood mills, unfilled orders are equivalent 
to 29 days’ production at the current rate and gross 
stocks are equivalent to 44 days’ production. 

For the year-to-date, shipments of reporting identi- 
cal mills were 6.3 percent above production; orders 
were 9.2 above production. 

Compared to the average corresponding week of 
1935-39, production of reporting mills was 32.5 per- 
cent above; shipments were 58.3 percent above; orders 
were 59.8 percent above. Compared to the correspond- 
ing week of 1947, production of reporting mills was 
15.1 percent below; shipments were 3.8 percent below; 
and new orders were 14.7 percent below. 


Western Pine 

The 99 mills reporting to the Western Pine Asso- 
ciation cut 56,403,000 feet for the week ending May 
15, 1948. The same week a year ago the cut was 
66,632,000 feet. Shipments were 59,110,000 feet com- 
pared with 60,906,000 feet a year ago. Unfilled orders 
on file at the end of the week stood at 195,403,000 feet 
compared with 163,637,000 feet for the corresponding 
period in 1947. Gross stocks stood at 568,281,000 
feet compared with 535,288,000 feet for the same 
period in 1947. 


Southern Pine 

Production of Southern Pine by the 107 mills report- 
ing to the Southern Pine Association for the week 
ending May 22, 1948, amounted to 18,553,000 feet. 
This was 12.66 percent above the three year average 
for the same mills. Shipments for the week of May 
22 amounted to 17,030,000 feet. This was 8.21 per- 
cent below production for the week. Orders placed 
during the week totaled 15,948,000 feet or 14.04 per- 
cent below production. 


Northern Pine 

Production of Northern Pine by the five mills re- 
porting to the Northern Pine Manufacturers’. Associ- 
ation for the week ending May 15, 1948, was 1,345,000 
feet. The same week a year ago the cut was 1,140,- 
000 feet. Shipments during the current week totaled 
1,185,000 feet compared to 1,915,000 feet a year ago. 
Unfilled orders on hand stood at 4,535,000 feet. Gross 
stocks amounted to 32,320,000 feet. 


In the market centers 

MINNEAPOLIS—There is a sudden burst of build- 
ing of new homes and demand for lumber of all cate- 
gories is soaring, along with demand for all types of 
plumbing and electrical equipment. Yards which 
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WHOLESALE 
WESTERN PINES 
i DOUGLAS FIR 
WEST COAST HEMLOCK 
RED CEDAR SHINGLES 


With a group of excellent mill connections, our or- 
ganization is prepared to offer exceptional service :n 
West Coast Woods to a few additional customers. 
Let us demonstrate. 


Edward J. Sherman Lumber Sales 











Board of Trade Building 
ge) gee \, joe me) i icte), | 












SPRING ; TENSION Vn 
= screens or — A : 


FIRMLY to window frames 
or combination doors. 











Eliminate rattling and 
drafts . . . cut fuel costs 
‘ . save wear and tear 
on painted surfaces .. . ra 
permit quick and easy “#; 
changing of storm sash Sg 
and screens. 





The LUDWIG SPRING-TENSION “SNAP” FASTENERS are a 
proven fast seller. Made of hardened spring steel and rust- 
proofed. 








Packed 1 gross (with screws) in 
7°x7" x22" attractively colored dis- 
play box with 1 Fastener mounted 
on demonstrator block. Weight 5 
Ibs. 12 display boxes to carton. 
Shipping weight 60 lbs. 


DEALERS — Order from 
your regular Jobber. 


SASH MANUFACTUR- 
ERS — Write to factory 
for bulk prices. 


, LUDWIG 


MFG. CO., INC. 
RACINE, WISCONSIN 
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Western Pines and associated woods are well manufactured, 
carefully graded, and thoroughly seasoned in accordance with the 
high standards long established and sustained by member mills. 


WESTERN PINE ASSOCIATION 


Yeon Building, Portland 4, Oregon 





Thank You, Mr. Jackson 


J. H. Miner Saw Mfg. Co. 


May 5, 1948 
Meridian, Miss. 


Jamboree, Ky. 


Gentlemen: 


| greatly praise the service | have had with you. | am still 
using the saw you cut down for me in 1941. It is the best 
job | ever had done cn any saw | ever sent off and | have 
sent saws to different factories. This saw you fixed for me 
cuts like a new saw. When | have another saw to repair | 
will send it to you for you folks do the best job | ever had 
done on a saw in my life. 
Your friend 
(Signed) Tom Jackson 





The saw Mr. Jackson speaks of is one we cut 
down and made it into a 50 x 9 x 40—No. 3. 


We can give you the same satisfaction we 
gave to Mr. Jackson. We are Headquarters 
for this cut down work and all other kinds of 
circular saw repairing. 


J. H. MINER SAW MFG. CO. 


MERIDIAN, MISS. 


INCORPORATED IN 1912 THE ORIGINAL MINER SERVICE 
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were gradually rounding out rather complete if lim- 
ited inventories of high quality, dry wood are finding 
their supplies rapidly dwindling under the mounting 
orders for immediate delivery. Siding, plasterboard, 
hardwood flooring and millwork continue short in sup- 
ply, but rough lumber is plentiful and stocked in the 
yards in sufficient quantity to meet any probable de- 
mands. Prices are slightly up, with dry, high quality 
boards commanding the top money. Redwood and 
cedar siding, about 33 percent higher in price than 
a year ago, have soared the most. There has been 
in the last ten days an almost complete reversal of 
the trend in the lumber market and home building 
situation. Whereas it appeared up to less than two 
weeks ago that spotty reluctance of prospective home 
builders to start building because of high prices might 
crystallize into a general buyers’ strike, there has now 
developed a spontaneous rush to build, which seems to 
reflect the recent sudden optimism of the New York 
Stock Exchange, although there appears to be noth- 
ing tangible to link the two movements. 

PORTLAN D—Wide-spread increased demand for 
Douglas Fir lumber, stimulated by improved building 
weather throughout the nation, has caused a sharp up- 
turn in shipments from Oregon and Washington saw- 
mills. Shipments for the four months of 1948 totaled 
2,847,333,000 feet, topping the same period in 1947 by 
143 million feet. Record postwar production of lum- 
ber from West Coast sawmills continues. 

TACOMA—Although not all mills are back in oper- 
ation, a gradual breakdown of the boommen and raft- 
ers’ strike that has curtailed lumber operations 
throughout this area since early April is apparent. 
The breakdown began this week when mills on Grays 
Harbor and at Longview and Olympia resumed pro- 
duction. The Grays Harbor and Longview resump- 
tion was on the basis of an announcement that the 
union had accepted the employers’ offer of a 12!»- 
cent-an-hour wage increase, with an agreement to 
negotiate remaining differences while on the job. 
Despite the breakdown elsewhere, the strike con- 
tinued here with several mills tied up by the shortage 
and logging operations in the adjacent Mineral- 
Morton area affected. Elsewhere on the labor front 
was the announcement that a strike of CIO plywood 
works at the plant of the Grays Harbor Veneer Cor- 
poration at Hoquiam had ended. 

BALTIMORE—The uneasy tendency in construc- 
tion lumber prices previously reported seems to hold 
at the end of the fifth month, with big construction 
still ahead. Some dealers report a certain tendency 
toward softness in Southern Yellow Pine, but a 
check-up on prices reveals the level the same as two 
and three weeks ago. For instance, 2 x 10 by 16 foot 
lumber from southern mills holds around $85 deliv- 
ered price. For 2x4’s up to 12 feet in length, the 
price holds around $70. 

The improving weather has helped construction 
projects, with industrial jobs moving much faster 
now, it is said. 

The export picture is said to be satisfactory, but 
less than last year. Effect of the Marshall plan is 
deemed certain to support the present price structure, 
whether lumber is shipped abroad, or whether sub- 
stitute material is sent to Europe. 

Fir prices are holding steady, most dealers report. 
Very few cars in transit, and those not in transit 
until sold, according to local lumbermen. 

Most operators here are well stocked, having ac- 
cumulated supplies during the winter, and the early 
spring season being somewhat slack. 
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Ferguson lumber 


wr nee ey 


is known for qual- 
ity among buyers 
throughout the 
middle-west. 





for 
LUMBER 
VENEERS 


. and wood products 


— rough or smooth 








INSURE AGAINST WET LUMBER 


...+ from fibre saturation point down 


Avoid errors which result in warping, shrinking, cracking and other 
failures due to improper moisture control. Test flat, curved, rough or 
irregular materials—in three seconds or less—without marring surfaces. 


Based on the principle of high frequency, power absorption, Mois- 
ture Register gives you accurate tests quickly and easily. There's a 
model to meet your requirements. Completely portable. No points 
to break off or mar surfaces. 


Write today for complete information, specifying type of material 
and range of moisture content to be tested. Moisture Register Com- 
pany, Dept. A, 133 North Garfield, Alhambra, Calif. 






















SOUTHERN PINE 
& HARDWOODS 


* 
WEST COAST WOODS 
* 
LUMBER 
* 
PILING 





Since 1884 we have been satis- 
fying the needs of many lumber 
buyers. Our years of experience have justified 
our belief that we can do a satisfactory job for 
you, too. 


CONTACT OUR SALES DEPT. 
105 STATE BLDG. AKRON 8, OHIO 


WE OFFER!!! IMMEDIATE SHIPMENT 


#2&Btr SLYP AD DET SURFACED AS DESIRED 
RANDOM LENGTHS—CAR LOTS EACH WIDTH 


eG iezé&teQhi«h.teR 
2x4,2x6.2x 82x 10, 2x 12 


FOR QUICK DELIVERY CHECK WITH US FOR ITEMS IN 
TRANSIT — PROMPT SHIPMENT 


Cars x 4—8 2 Cars2x 6—I6 3 Cars 2 x 8—18/20 
Cars x 4-10 2 Cars 2x 6—18/20 2 Cars 2 x 10—12 
Cars x 2 Cars 2 x 8—I2 3 Cars 2 x 10—14 
Cars x 2 Cars 2x 8—I4 3 Cars 2 x 10—I16 

2 Cars x 2 Cars 2x 8—I6 





COMPANY 


PINE HILL, ALABAMA 


Manufacturers and Wholesalers 





SHEVLIN-McCLOUD 





SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


_ "Member of the Western Pine Associa- 
tion, Portland, Oregon. 











NEW YORK 
1604 Graybar Bldg. 
Lexington 2-9117 


PPE ps Fae Wrodorek 





{ Successors to Shevlin Pine Sales Company } 


DISTRIBUTORS OF , 


SHEVUN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 


MINNEAPOLIS, MINNESOTA 
DISTRICT SALES OFFICES: 


LUMBER COMPANY 





SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 











CHICAGO 
1863 LaSalle-Wacker Bldg. 
Telephone Central 9182 


SAN FRANCISCO 
1030 Monadnock Bldg. 
Exbrook 2-7041 
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Long-Bell Lumber Elects 
Officers for Fiscal Year 


Julian M. White was recently 
elected president of The Long-Bell 
Lumber Company, Kansas City, for 
the fiscal year. Election of the fol- 
lowing officers was also announced: 
Vice-presidents: R. Pryer Combs, 
Leslie G. Everitt, Earl H. Houston, 
John D. Leland, Roy F. Morse, Les- 
lie C. Stith. Secretary-treasurer: 
Robert A. L. Ellis. Assistant vice- 
president: Harry G. Kelsey. 


Commission Lumber Salesmen 
to Meet in Madison, Wis. 


The Annual Meeting of the Na- 
tional Association of Commission 
Lumber Salesmen, which will be a 
combination of school and business, 
will be held June 28 and 29 in Mad- 
ison, Wis. 

Wallace W. Weber, Chief of the 


WN ode MEWTS 


Division of Information and Edu- 
cation, is arranging for demonstra- 
tions and short talks on Monday, 
by personnel of the Madison Labo- 
ratory. The business meetings and 
election of officers will be held 
Tuesday the 29th. 


New Clubs Established at 
Medford, Ore.; Longview, Wash. 


The Rogue Valley Hoo-Hoo Club 
was established May 5 at Medford, 
Ore., at the organization dinner at- 
tended by 50 leading lumbermen of 
the area. Supreme Custocation Carl 
C. Crow carried on the preliminary 
negotiations with Lewis L. Simp- 
son who completed the arrange- 
ments for the meeting held at the 
Medford Country Club. Thirty 
Kittens signed up at the dinner and 
there were three reinstatements. 


The fourth new club within a 





N. B. Reynolds 
Sales Manager 


HOW LONG WAIT? How long 
are you going to wait to get 
prewar quality lumber? We are 
shipping this class of stock 
every day, and would gladly 
furnish you names of customers 
near you. Bad habits are hard 


Boards - - 





YOUNGERMAN-REYNOLDS LUMBER CO. 


Montgomery 1, Alabama 


Mills: 
Samson, Ala. 
Wetumpka, Ala. 


to break and we are glad that 
we continued to ship nice dry 
yellow pine, Cypress and 
Southern Hardwoods during 
the war years. Why not buy a 
car today and be convinced? 


Timbers 

















Ms _ PINE AND 
e_« MIXED CARS A 
61 YEARS 

LUMBER 
1 Sales Office — KEL 


Genera 











CELINA GOUNTY ~: 


OMPANY 
UMBERG en 


A SPECIALTY 
OF SERVICE.TO 


DEALERS 
TYS, TEXAS 








week in the Pacific Northwest was 
formed May 5 at Longview, Wash. 
C. B. Sweet, manager of retail yard 
division, Long-Bell Lumber Com- 
pany, and vice-president of the Na- 
tional Retailers, presided at the or- 
ganization dinner given at the Mon- 
ticello Hotel. Of the 39 who at- 
tended, 26 were not Hoo-Hoo but 
all signed up during the dinner. 


Founder of Love, 
Boyd & Co. Dies 


John W. Love, founder of the 
Love, Boyd & Co. in 1890, died May 
6 following a brief illness at the 
Lawrence Hospital in Bronxville, 
N. Y. The lumber business will be 
continued in Mount Vernon, N. Y.., 
under the ownership and manage- 
ment of his son, John W. Love, Jr. 
The company’s well-known name 
of Love, Boyd & Co. will be re- 
tained. 


Summer Term Starts June 28 
at Yale School of Forestry 


The summer term of the Yale 
School of Forestry will be held at 
the School’s camp in the Great 
Mountain Forest, Litchfield County, 
Conn., from June 28 through Sep- 
tember 11. 

Dean George A. Garratt an- 
nounced that 16 men, including 
graduates of 12 different American 
colleges and universities and one 
student from India, are already en- 
rolled for the 11-week period of in- 
struction in surveying and mensu- 
ration. 

The instruction this year will be 
under the direction of Eugene V. 
Zumwalt, Assistant Professor of 
Forestry at Yale. He will be as- 
sisted by Joseph Tosi, Jr., Class of 
1948 in the School of Forestry. 


National Forest Board of 
Review Established 


Secretary of Agriculture Clinton 
P. Anderson announced the estab- 
lishment of a National Forest 
Board of Review composed of pri- 
vate citizens to advise his office in 
the solution of problems arising in 
connection with use by the public 
of the national forests and other 
land under the administration and 
control of the Forest Service. 

The Board also will be called 
upon to advise on the disposition of 
appeals to the Secretary by forest 
users, such for example as the live- 
stock interests which run cattle and 
sheep on national forest ranges in 
the western states, from decisions 
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RAINCHEK 


MASONRY WATER REPELLENT 


It's NEW — write us for 
further information! 


Rotketion Products Mfa. Co. 


Research Laboratory and Plant KALAMAZOO, MICH. 

















Wholesale Distributors 


Lumber 
Stock Millwork 
Builders’ Supplies 






BUILDING INDUSTRIES, ine. 
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907 EAST MICHIGAN STREET . ., . INDIANAPOLIS 6, IND. 

















AIR DRIED 


HARDWOODS 


| 
\ | KILN DRIED POPLAR 
| 


EXCLUSIVE SELLING AGENTS: 


Yost-Blackwell Lbr. Co., Notasulga Lbr. Co., 
Ozark & Enterprise, Ala. Notasulga, Ala 


PINE PLUME LUMBER CO. 


BELL BUILDING, MONTGOMERY, ALA. 
ESTABLISHED 1899 
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| BRITISH COLUMBIA 


LUMBER and SHINGLES 


Douglas Fir © Western Red Cedar 
Hemlock ¢ Spruce 
Ponderosa Pine @ Idaho White Pine 


Are in Position to Make Prompt Shipments 


THURSTON LUMBER CO. LTD. 
| Metropolitan Bidg., VANCOUVER, B. C. 


























BuItpInG Propucts MERCHANDISER 


SYMBOL OF PROGRESS 





The W. T. Smith Lumber Company, with one of its 
mills shown here, stands as a symbol of sound, effi- 
cient operating methods. Selective cutting, conser- 
vation and emphasis on quality has built this com- 
pany into one of the South’s largest. 


Experience, modern plants and a permanent source 
of supply mean that you always will profit when 
you use the quality service and lumber production 
of W. T. Smith. 


Selective Logging Assures Permanent Supply 








——~ 
NOW IN OUR 64th YEAR SELECTIVE LOGGING ASSURES 
OF LUMBER MANUFACTURING PERMANENT SOURCE OF SUPPLY 


W.T.SMITH LUMBER CO. 


YELLOW PINE AND HARDWOODS CHAPMAN, ALABAMA 


POWER EQUIPMENT CUTS YOUR 
MATERIALS-HANDLING COSTS! 
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KRANE KAR »—> 


Swing-Boom Mobile Crane 


This rubber-tired boom crane lifts, 
totes, and spots loads up to 10 tons— 
any shape or size—any part of the 
plant or yard. Travels, and swings, 
tops, raises, or lowers the load all at 
one time—or independently. One man 
operates it, one engine powers it. 
KRANE KAR poys its own way, doing 
the work of 6 to 8 mon. 


LIFT-O-KRANE 
Combination Mobile Boom Crane 
and Fork Lift Truck 


You have at your disposal a machine 
that’s a MOBILE BOOM CRANE when 
you have crane work—a FORK LIFT 


For crane work, just fold back the 
easily remove the boom. Also obtain- 


sively—without boom; or asa BOOM 
CRANE only—without forks. 


Power equipment expedites stacking, storing, feeding mills, 
servicing kilns, loading freight cars, trucks, or barges . .°. 
KRANE KAR and LIFT-O-KRANE handle lumber, timbers, logs, 
poles, ties, sand, gravel, cement blocks, pallet loads of brick, 
sheet rock, building plastics, pipe, lime, coal, clay products. 
Ask for Bulletin No. 66 on KRANE KAR; Bulletin No. 65 on LIFT-O-KRANE. 








SEE S60 GSRD ST., BROOKLYN 20, N. Y. 





TRUCK when you have pallet loads. , 
forks. For fork jobs, quickly and 7# 
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by the Chief of the Forest Service 
affecting their operations. 

Secretary Anderson announced 
he had appointed as members of 
the Board Dr. Jonathan Forman of 
Columbus, Ohio; Prof. Gilmour B. 
MacDonald, head of the Depart- 
ment of Forestry, Iowa State Col- 
lege, Ames, Iowa; and Dr. Roland 
Roger Renne, president of Montana 
State College, Bozeman, Mont.; and 
that all three had accepted. 


Charles Youngs Dies at 83 
Charles Augustus Youngs, 83, for 

more than 50 years a partner in 

W. P. Youngs and Brothers, Long 


Island City lumber dealer, and for 
45 years a resident of Yonkers, died 
May 20 in Miami, Fla. Born in 
Brooklyn, Mr. Youngs spent almost 
his entire life in the lumber busi- 
ness. 


James O'Malley, President of 
National Savings and Loan 
James J. O’Malley, president of 
the First Federal Savings and Loan 
Association of Wilkes-Barre, Pa., 
was elected president of the Na- 
tional Savings and Loan League, a 
trade association for the thrift and 
home financing field with headquar- 
ters in Washington, D. C. The 
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League held its fifth annual con- 
vention in Atlantic City May 24. 

Mr. O’Malley, who succeeds Cur 
tis F. Seott, of New Orleans, is 
chairman of a Federal statutor, 
body created by Congress known a; 
the Federal Savings and Loan Ad 
visory Council which advises th 
Home Loan Bank Board, a Federa! 
agency. He is also a director of th 
Federal Home Loan Bank of Pitts 
burgh and is a past president of thi 
Pennsylvania Savings and Loan 
League. 

Two vice-presidents were elected. 
Car] H. Ellingson, president of th« 
First Federal Savings and Loan As- 
sociation of Washington, D. C., and 
O. W. Boswell, president of the 
First Federal Savings and Loan As- 
sociation of Paris, Texas. Mr. EI- 
lingson served as second vice-presi- 
dent this past year and was ele- 
vated to first vice-president. 

John S. M. Glidden, president of 
the Natick Federal Savings and 
Loan Association, Natick, Mass., 
was re-elected to his fifth term as 
secretary of the League. 


Appointments and Promotions 


The Richkraft Company, Chi- 
cago, has announced the appoint- 
ment of JOHN H. HUSTON as sales 
representative in Michigan, Indiana 
and Northwestern Ohio. Mr. Hus- 
ton is located at 18975 Stansbury 
street, Detroit. He was formerly 
district manager for U. S. Gypsum 
Company in the Detroit and Pitts- 
burgh areas. 


Appointment of JAMES J. RYAN 
was announced by the National 
Gypsum Company to the newly cre- 
ated position of Manager of Gyp- 
sum, Lime and Steel Products 
Sales. Mr. Ryan has been with Na- 
tional Gypsum since 1934 as man- 
ager of metal lath sales. 


ERNEST P. LARSON, formerly in 
the West Coast branch of The Celo- 
tex Corporation, Chicago, was re- 
cently named manager of the com- 
pany’s Denver sales branch, 506 
Railway Exchange Building. Mr. 
Larson succeeds R. B. CARSON who 
resigned. 


A. C. Ruby, who joined the Ber- 
ger Manufacturing Division, Re- 
public Steel Corp., Canton, Ohio, in 
1932 soon after leaving college, has 
been appointed manager of the 
company’s kitchen cabinet sales. 
Mr. Rudy started in the factory 
engineering office and was later 
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ALL METAL 


Trim, white, quick-selling dec- 
orative guards that add per- 


_ manent beauty and protection to flower beds. 
‘f Appeal to home owners everywhere. 
enamel finish won't chip or crack — bonderized 











SECTIONAL FENCE # ae 44 


Write for catalog and prices. 





A. G. Buseh & Co.. Ine. 





Si, ot, I S BP ' 3 
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‘ OT TT Shad ed 


steel won't rust. Easily assembled and shaped 
Baked-on any way customer desires. 10-inch pickets, 18-inch 
stakes, in 3-foot sections complete with bolts. 


Chicago 39, Illinois 





PAUL B. BERRY 


Wholesale — Commission 


Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 


1 or more cars softwood boards and dimen- 
sion KD or AD, machined: also panels, shorts, 
cutofis. 1 or more cars 5/»” and thicker hard- 
woods, mostly 4/4” & 5/4” KD or AD. Send 
me your stock and price lists. 











PLANER and JOINTER KNIVES 


- also high speed knives and molding cutters 
‘on the woodworking industry. 


A tag | 


A = omarion —_ 


‘TAYLOR-STILES & CO. 


Riegeisville, New Jersey 


Western Agents: 
Hall & Brown, W. W. Machine Co., St. Louis. Mo. 














| RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 


Idaho White Pine Ponderosa Pine 

Douglas Fir 

White Fir 
Cedar 


























BurItpinc Propucts MERCHANDISER 





C. E. Klumb Lumber Company 


C. E. (ROY) KLUMB, Sr., Owner 


Wholesale Lumber Distributors 


An Experienced Lumber Service That Knows the 
Producer's Problems and the Buyer’s Needs. 


CRYSTAL SPRINGS, MISSISSIPPI 
“In the Heart of the Deep South” 


Phone 169 P. O. Box 391 


faster Sales / 
Greater Protits / 


— because only KIMSUL* insulation 
has these 6 exclusive advantages 




















1. Many-layer stitched construction— uniform pro- 
tection over every inch of insulated area. 


2. Compressed package—comes in easily handled 
rolls. Reduced to 1/5 installed length. A true over- 
the-counter packaged insulation. 


3. PYROGARD{ fire-resistant cover—even the cover 
of KIMSUL*—not merely the insulation itself—is scien- 
tifically treated to resist fire and flame. { 


4. Extra width—your customers are assured of fully 
insulated fastening edges. 


5. Extra flexibility—tucks snugly behind pipes, into 
corners and other “tight spots.” 


6. Caulkability—cut strips are excellent for caulking 
around windows and door frames. 






KIMBERLY-CLARK CORPORATION 
KIMSUL Division, 
Neenah, Wis., U.S. A. 


Insulate when you build. 





Over-all insulation 
ready salability. 








*T. M. Reg. U.S. and Can. Pat. Off t Trademark 
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transferred to production, then 
sales. 

WILLIAM T. BELL, manager of 
distributors’ sales and a charter 
member of Goodyear Tire & Rub- 
ber Co.’s mechanical goods division 
in Akron, recently completed 35 
years of service with the company. 


The Masonite Corporation, Chi- 
cago, has appointed T. M. O’NEIL, 
Clifton, N. J., as manager of its 
newly organized chemical products 
division. Mr. O’Neil was formerly 
sales manager for Heyden Chem- 
ical Corp. 


Appointed to fill the vacancy left 
by retirement of E. F. GouLp in 
1947, JAMES H. STRYKER recently 
became executive vice-president of 
the Perkins Glue Company, Lans- 
dale, Pa. Mr. Stryker served as 
sales manager of the firm for sev- 
eral years and will retain that title 
in addition to his new duties. 


ELMER H. WEIHE, who has been 
with Owens-Corning Fiberglas Cor- 
poration, Toledo, and predecessor 
companies for over 30 years, has 
been named assistant-treasurer of 
the Fiberglas Corporation by the 


ARTIST’S conception of the new home of Landen Putty works, Malden, Mass., now under 
construction. The general offices, warehouse, shipping department and plant are all being 
expanded and consolidated in this building. 





board of directors, according to an Companies Announce 
announcement by H. R. WINKLE, HUTHER Bros. SAW Merc. Co., 
vice-president and treasurer. INc., manufacturers of saws, 
knives, and cutters for over 60 
. years, has announced the opening 
WALTER GEIST was elected in of its Southern California branch 
May to his seventh term as presi- —_ at 716 North Highland Avenue, Los 
dent of the Allis-Chalmers Manu- Angeles, Calif. Factory address of 
facturing Co. Directors and off- the firm is 1290 University Ave- 
cers were also re-elected at the an- 


; nue, Rochester, N. Y. For sales or 
nual meeting. 


repair, it is suggested that all in- 
. quiries originating in the Southern 

E. W. DANIELS, president of the California area be addressed to the 
Harbor Plywood Corporation, Ho- branch office. Rolland H. Carr is 
quiam, Wash., has announced the 
election of CHARLES H. SCHIMPFF —_ 
to the board of directors. He was Sales representatives of the 
made vice-president and chairman Building Materials Division of 
of the finance committee. 31RD & SON, INC., will gather in 


manager. 





EOE EIT AS 
; PROMPT SHIPMENT ~ 
Building Paper a Vy , ing, Window Guards, Ladders, 





Shipped from 
Chicago, Louisville, Kansas City or St. Paul 


Selling to Lumber Dealers Only 
Write for sample and price list. : a umns, Pipe Railing. 


HOSKING PAPER CO. {| # Also manufacture swing- 


Wilmette, Ilinois—Phone—Wilmette 985 ing, Sliding and Folding 
J , Gates for every purpose. 
FREIGHT PREPAID oo nodal 





ORNAMENTAL WROUCHT IRON 





Interior and Exterior Iron Rail- 











Area Gratings, Cellar Doors, 
Overhead Arches, Porch Col- 





























Office and Factory: 


2110 Florence Ave., Zone 6 


CINCINNATI IRON FENCE C2 INC 


CINCINNATI OHIO 

















INTERNATIONAL i anal 


George F. Becker Edwin A. Brengle 


TIMBER PRODUCTS, INC. BUILDERS IMMEDIATE 
4441 WHITE-HENRY-STUART BLDG., SEATTLE 1, WASH. MILLWORK SHIPMENT 


W. E. Difford, Pres. 


DISTRIBUTORS ii"i.c noe 


MILL REPRESENTATIVE FOR Front Combination 


General Offices & Doors, Bronze Wire, 
Warehouse: Windows & Mouldings 


Douglas Fir and other 2N. Kresson Street fi Gum Tirnoet: 


BALTIMORE 24, — Send For List — 


Western Woods MARYLAND 
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